






Hlardy 
i 


are 


MARCH 2ND, 1916 | 
VOLUME 97: NUMBER 9 


TWO DOLLARS A YEAR 
TEN CENTS THE COPY 
























REGARDING 
STEADY CUSTOMERS 


When you sell a man a “Cleveland” drill, he’s yours 
for life. He becomes a steady customer, not for drills 
alone, but for al! his tool requirements. 

That’s because the service rendered by “Cleveland” 
drills invariably proves a powerful argument for the 
satisfaction to be expected from everything you sell. The 


reason for this is that 


“CLEVELAND” DRILLS DRILL 
MORE HOLES PER DRILL 














Hardware dealers and woodworkers alike will find Catalog 
No. 378 a splendid book of reference regarding the very . 
best in drill’and reamerdom. We'll gladly send it to you. , 
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Gasoline Hose. 
Safest for Public and Private Tanks 


Do not overlook the excellent sales opportunity for Thermoid 
Gasoline Hose in your vicinity. Ordinary hose will not do for a 
gasoline tank. Many garages and private owners are using infer- 
ior hose for this purpose and thus exposing the lives and property 
of their patrons and themselves. 


Here are two grades of Gasoline Hose—Thermoid and Testoid. 
Both guaranteed. Thermoid, our best grade, 


Has Been Approved by the 
Underwriters Laboratories 


i 








which is the strongest guarantee of qual- 
ity and efficiency. Full descriptions 
under illustrations. 
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Thermoid Gasoline Hose is made with inside tube reinforced with one-ply, high- 
grade duck, reinforced and held in place by a flat, coiled, steel wire. The 4%”. %” 
and %” sizes are made with three plies of duck between tube and cover. The 
1”, 1%,” and 1%” sizes have three plies. 
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Testoid Gasoline Hose is made of the same materials—tube, fabric, friction and 
cover—as Thermoid, but it does not have the one ply of duck inside the tube. Testoid 
is not reinforced with steel wire inside We guarantee Testuvid same as we do 


Thermoid, 


Both Thermoid and Testoid can be had 
wire wound outside. Go after this busi- 
ness now—point out to the garage and 
private tank owner the danger of 
“Steel Grip” Wire Wound. Both bron steel using ordinary hose and tell them about 


Gasoline Hose can be had wire wound. 
wire is very hard and can’t unwind. “Steel 
Grip’’ wire wound hose is very flexible and our 
won’t kink. 


Guarantee—Thermoid and Testoid Gasoline Hose 


Will Make Good or We Will 


Thermoid Rubber Company 


Makers of Thermoid Brake Lining and Nassau Tires 
Factories and Main Offices: Trenton, N. J. 
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First Orders for National 
Storm and Screen Door Sets 


will include this handsome display board 
model free of all charge. The sets you 
sell are individually complete in separate 
cartons; we pack them one dozen to a 
box, twelve dozen to acase. Each item 
is made with the customary carefulness 
of National Builders’ Hardware, and 
will be furnished in the finish of your 
choice. 


Your orders will be filled as we get them 
with usual National promptness, for the 
National route, as you know, is one | 
straight line from us to you without 
stops. 


A postal, by the way, only costs a cent. 
You understand. 





March 2, 1916 
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KENTUCKY ASSOCIATION HOLDS ITS 


LARGEST 





MEETING 
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Left to right standing: E. J. Becker, secretary Hardware Club of Cincinnati; C. L. Smith of HARDWARE AGE; 


A. Lange and J. B. Gerwe. 


tucky Retail Hardware Association was held at 

the Louisville Hotel, Louisville, Ky., February 
15, 16 and 17. The program as arranged by Sec- 
retary John M. Stone was carried out in its entirety, 
with a few minor changes. The attendance was 
larger than at any previous convention. 

Tuesday morning was occupied in the registration 
of members and visitors. The formal session was 
opened at 10.30, the invocation being pronounced 
by the Rev. S. J. Thompson. Denny B. Goode of 
the Louisville Convention and Publicity League 
made the welcoming address and the response was 
made by U. S. Shacklette. 

President J. S. Ogden of Ashland in his annual 
address urged closer co-operation between the mem- 
bers of the association in the different work that 
had been outlined at previous meetings. He called 


T ted Sixteenth Annual Convention of the Ken- 


particular attention to the importance of the mem- 
bers watching their stocks so that they would not 
purchase more of any class of goods than could 
be turned over promptly. In his opinion the matter 
of buying goods is a very important one. President 
Ogden also congratulated the members on the close 
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Sitting: Henry Jansen, Wm. Schaufele and Henry Hoffman 


co-operation he had received during the past year 
from them and complimented Secretary Stone very 
highly on the assistance he had received from him. 

The only matter of business that came up at the 
Tuesday morning session was a motion put by J. S. 
Reed of Hodgenville, to change the Constitution and 
By-Laws so that the secretary of the association 
would be elected and his compensation fixed by the 
Executive Board. This matter was referred by 
President Ogden to the Committee on Constitution 
and By-Laws, headed by B. J. Durham, and after 
a brief conference a report was made recommend- 
ing this change. The motion was carried unani- 
mously. 

J. S. Reed of Hodgenville was called on and he 
made a very interesting address in which he stated 
emphatically that the science of selling was a mat- 
ter that should engage the attention of the retailer 
to a greater extent. In his opinion the first step to 
perfect oneself along this line was, as he put it, “to 
know your goods.” Mr. Reed’s idea was that if a 
customer came in for a saw, for instance, that he 
should be questioned as to what kind of work he 
wanted to do with it and the clerk should be 
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able to reach up in his cabinet and get the partic- 
ular kind and priced saw wanted. For some kinds 
of work, of course, a cheap saw would be all right, 
but in other cases it would not give satisfaction. 
This example was one cited to show the impor- 
tance of ascertaining the customer’s needs so that 


he might be furnished with the right article. An- 
other matter referred to was that frequently the 
hardware man did not follow up definitely the cus- 
tomer’s other business needs. For instance, if he 
purchased a saw and a hammer it was evident that 
he would require other building tools and that the 
question to be asked him after the purchase was 
made was not, “Is there anything else?” but to call 
attention to other tools and building materials. 

Frank J. Cassell of the Belknap Hardware & 
Manufacturing Company, Louisville, made a very 
happy address touching on general matters that con- 
cerned the hardware trade. He predicted a yery 
prosperous business for the present year. * 

Mr. Cassell was followed by Past-president John 
R. Sower of Frankfort, who stated that he was par- 
ticularly pleased to see so many of the members 
present with their wives. J. C. Kincannon of the 
Charles H. Conner Company, Louisville, who has 
for the past five years talked for the traveling 
men, delivered a brief address, and several travel- 
ing men were called on, who extended their thanks 
to the association and to the Louisville Convention 
and Publicity League. 


Exhibits a Success 


Tuesday afternoon was given over to the inspec- 
tion of the exhibits that were held in the main 
dining room of the Louisville Hotel. Wednesday 
morning was also given up entirely to the exhibitors 
as well as part of Thursday morning. The exhibit 
hall was not closed as heretofore, during the exec- 
utive sessions, so that the exhibitors were given 
more than the usual consideration at this conven- 
tion. This action on the part of the association 
was commented on very favorably by all of the ex- 
hibitors, and according to them marks a step in ad- 
vance of previous conventions in other States. 

The Wednesday afternoon session was opened 
with an address by A. P. Ballou, Louisville manager 
of the Mutual Insurance Company of New York, on 
“Organization and Co-operation.” Mr. Ballou called 
particular attention to the necessity of co-operation, 









not only on the part of business men but of the 
entire nation just at the present time. His re- 
marks on “Preparedness” were cheered vociferously 
and he stated that he did not consider himself 
guilty of plagiarism in saying that every American 
citizen should unite in a preparedness program and 
that the cost of preparedness is one that should 
not now be overlooked. He injected a story which 
evoked much laughter, of a young married couple 
passing through a tunnel. When the car came out 
into the light the bride was hastily adjusting her 
hair and powdering her face, and her gallant spouse 
in an effort to smooth over the situation, said: “Do 
you know that tunnel cost three million dollars?” 
Her reply was: “It certainly was worth it.” 


New Officers 


The election of officers took place Wednesday 
morning and the following were selected for the en- 
suing year: 

President, John J. Fischer, Newport; First vice- 
president, W. H. Funk, Bowling Green; Second vice- 





























W. H. Funk, first 


John J. Fischer, 
t vice-president 
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ociation who attended the convention at Louisville 


president, Gustav Albrecht, Jr., Louisville; Treas- 
urer, William Van Deren, Lexington, and J. M. 
Stone was retained as secretary. 

Former President J. S. Ogden, W. H. Funk and 
President John J. Fischer were named delegates 
to the National Hardware Dealers’ Convention to be 
held in Boston in June. 


Buying More Important Than Selling 


At Wednesday night’s executive session Past- 
president Robert M. Hunter made a brief address 
supplementing remarks that had been previously 
made on the proposition of buying goods. He stated 
that he thought it was a more important matter 
than the selling end of the game. He said: “Every 
firm, large or small, devotes practically all of 
its time in educating a salesman and neglects to 
consider the importance of buying its stock.” In 
his opinion and from his own experience, he knew 
that it was absolutely necessary for a merchant to 
give his entire time to his salesman when placing 
an order. Frequently a salesman calls and during 


























Gustav Albrecht, Jr., 
second vice-president 


J. M. Stone, 
secretary 








the interview a customer enters, interrupting the 


conversation. The time wasted by the two is not 
the serious part of the matter, but the interruption 
in a business transaction of this kind is not only 
vexing but often works to the disadvantage of both 
parties. In Mr. Hunter’s opinion an interview with 
a salesman should only be granted in a private 
office, where they would not be disturbed until their 
business was transacted. 


The Question Box 

Question Box discussions took place at the 
Wednesday evening session, the most important sub- 
ject being the matter of overhead expense. The 
fire insurance question also came up and it was gen- 
erally agreed that the hardware mutual companies 
should be patronized. It was also demonstrated that 
the cost was much lower than other insurance and 
losses were adjusted with much less trouble and 
delay. 

In all of the different sessions, both open and 
executive, the old question of overhead expense 
came up. Different members stated their experi- 
ences in reducing their costs, but the most impor- 
tant point commented on was the matter of keeping 
an accurate and simple record of all expenses. 


Changed Conditions 

One of the most important questions that was 
discussed was brought up by J. E. Grubbs of Win- 
chester, Ky., regarding the importance of educating 
the retailer as to the changed conditions governing 
the present methods of doing business. In the past 
it has frequently happened that the retail merchant 
would extend credit all the way from sixty days to 
six months. Mr. Grubbs said in part: 

“It is not a rare case by any means that a cus- 
tomer who has bought goods on sixty days’ time 
frequently does not pay his bill until two months 
afterward. The manufacturer took up this ques- 
tion first and has now educated the jobber and the 
jobber has made a special effort to educate the re- 
tailer, so that it is now up to us to get our customers 
on a strictly business basis. We can only do this 
by co-operation.” 

It was the opinion of the live dealers present that 
this subject was one that should be considered most 
seriously and was a very important proposition be- 
fore the retail trade. As one member expressed it, 
“We cannot afford to buy goods and get our cash 











discount unless we have the money to pay for them, 


me ess they are equally dependent upon us 
- thé-goods and there is no reason why we should 
not educate them along business lines so that these 
embarrassing problems of forcing the collection of 
old accounts would not occur.” 
»“.| The official program arranged by Secretary Stone 
this year was unique in many respects. The middle 
names of the different officers were used to desig- 
nate the character of the individuals in question. 
They were as follows: J. “Sober” Ogden, president; 
John “Jumbo” Fischer, first vice-president; W. 
“Handy” Funk, second vice-president; Roger “Hus- 
tler” Smith, treasurer; Merely “Jack” Stone, sec- 
retary, and Joe “Cunning” Kirchdorfer, former 
president; Charles “Feedyou” Troutman, Harry 
“Vigilant” Bomar, John “Rambling” Sower, Ben 
“Jolly” Durham, former president; George “Ami- 
able” Cubbage, former president; J. “Eager” 
Grubbs, former president; John “Willing” Reed, 
former president; Gus “Demonstrate” Albrecht; J. 
“Cicero” Frederick, former president; “United 
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States” Shacklette, former president, and E. 


“Jovial” Becker, handy man. 


Convention Notes 


The Hardware Club of Cincinnati was well repre- 
sented and the: following members were present at. 
the different sessions: . E. J. Becker, secretary; C. 
L. Smith, A. Lange, J. D. Gerwe, Henry Jansen, Wil- 
liam Schauffle, Henry Hoffman and John J. Fischer. 

Leon D. Nish of Elgin, IIl., secretary, Illinois Re- 
tail Hardware Association, addressed the convention 
Wednesday, urging the members to support the 
hardware mutual fire insurance companies. 

The entertainment committee of the association 
issued tickets for a noonday luncheon at the Old Inn 
for the three days during the convention. 

It was quite a coincidence that nine ex-presidents. 
of the association were present. This shows the 
interest that the “Old Guard” takes in the associa- 
tion’s work. They were as follows: U. S. Shack- 
lette, B. J. Durham, John W. Read, George Cubbage, 
J. C. Kirchdorfer, Robert M. Hunter; John R. Sower, 
J. E. Grubbs and J. S. Ogden. 





GRAND FORKS 


WELCOMES NORTH 


DAKOTA RETAIL HARDWARE 
ASSOCIATION 


President’s Speech and Entertainments Omitted—Exhibits a Great 
Success 





Hubert Harrington, presi- O. Sougstad, first vice- 
dent president 


HE North Dakota Retail Hardware Associa- 
$i tion held its twentieth annual convention at 
Grand Forks, N. D., Feb. 16, 17 and 18. 
Evidently the hardware man of North Dakota is in 
close touch with the weather man. For several 
weeks previous to the convention the weather had 
been of the strenuous order, and only the Sunday 
before the sessions Grand Forks had experienced 
one of the worst storms in her history. However, 
when the actual time for the convention arrived 
the good old sun came out and Dakota took on all 
the aspects of spring. 

Grand Forks has always posed as a real conven- 
tion city. Judging by the hospitality and good- 
will displayed by its citizens, it certainly lived up 
to its reputation. North Dakota hardware dealers 


have been more than fortunate in the selection of 
officers to handle the affairs of their association the 
past year. President Hubert Harrington of Fargo 
is known from one end of the State to the other 
as a hardware live wire. 


He is also personally 


A. J. Smith, treasurer C. N. Barnes, secretary 


known to every dealer in the State as a prime good. 
fellow with an abundance of genuine business abil- 
ity and good common sense. Secretary Barnes of 
Grank Forks is one of the wheel-horses of the or- 
ganization. When the association was first founded, 
Charlie Barnes was unanimously elected temporary 
secretary. There has never been the need or the 
desire for a change. He is recognized as one of 
the really efficient association secretaries of the 
country. With a pair like Barnes and Harrington 
at the helm the success of the convention was a 
foregone conclusion. 

The sessions were held in the rooms of the Com- 
mercial Club, while the exhibits were housed in the 
Auditorium, several blocks down the street. The 
sessions were extremely interesting. The dealers 
were there with a desire to get all the information 
possible, and the meetings were never allowed to 
drag. There was something doing every minute. 
Naturally, the Question Box was a prominent fea- 
ture and the questions presented were of a nature 
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Left to right: 
A. J. Smith, Carrington, N. D.; 


Peter Paulson, Willow City, N. D.; Miss Winifred Streeter, Grand Forks, N. D.; Treasurer, 
Miss Grace Brynjolfson, Grand Forks; C. J. Reid, Antler, N. D., and J. O. 


Gullickson, York, N. D. 


to benefit the individual dealer. The addresses were 
of a high order and were thoroughly enjoyed and 
appreciated. The official program prepared by the 
secretary was a veritable work of art and was 
very favorably commented on by the out-of-State 
visitors. 

The exhibit feature of the convention was an un- 
qualified success. The big auditorium was filled to 
overflowing with high-class exhibits of hardware 
and kindred lines. The dealers were interested in 
the displays and a large amount of orders was 
taken by exhibitors. The exhibit hall was very 
tastefully decorated and the scheme of decoration 
was uniform. The walls and ceilings of the booths 
were trimmed with beautiful green branches of 
beach, fireproofed and dyed by special process, and 
interspersed with bright-colored artificial flowers. 
The wall coverings were of green and the ceiling 
and ends of the hall were draped with flags and 
bunting. The lighting arrangements were excel- 
lent and the interests of the exhibitors were well 
taken care of. 

The exhibition hall was open to the general pub- 
lic and was crowded with visitors from morning till 
night. 

Wednesday 

Wednesday morning was given over entirely to 
viewing the exhibits and getting acquainted. The 
first real session was called to order by President 
Harrington at 2 p. m., and after a short invocation 
by the Rev. W. H. Elfring the association was wel- 
comed to Grand Forks by City Attorney J. B. Wine- 
man. Mr. Wineman compared the growth of a city 
to that of a well-conducted business, requiring the 
same intelligent effort to insure success. He ex- 
pressed the belief that the hardware merchants as 
a class were the most progressive of any body of 
merchants, and attributed the fact to their associa- 
tion work. He referred to the association as a 
school of instruction and advised the members to 
make the most of it. 

H. T. Emery, Mayor of Fargo and past-president 
of the association, responded to the welcome and 


assured the city that it was the aim of the associa- 
tion to aid in the upbuilding of the State and the 
nation. He urged the dealers to stand for good 
government at all times, regardless of the opinions 
of others or the fear of losing business. 

Short talks were then made by the following visi- 
tors: Mr. Rettenbury, of the Kelley-How-Thomson 
Company; B. H. Casey of Jordan, ex-president of 
the Minnesota Hardware Association; Mr. Gilfillen, 
of the George M. Clark Company; M. J. O’Brien, 
of Stevens Point, Wis., and G. N. Lowdall of Bis- 
marck. 

Robert M. Schreffler, of the Schreffler Store Effi- 
ciency Company, Chicago, IIl., then addressed the 
convention on the subject of retail accounting. He 
declared the retail merchant to be the man in the 
business world who starts his business with no 
special preparation, and he attributed the large per- 
centage of retail failures to this fact. Many mer- 
chants, he declared, bought their merchandise with 
the view of satisfying their own personal tastes, 
rather than of appealing to the needs and desires 
of their customers. He advised dealers to buy ir- 
telligently and to mark their goods at prices whic. 
would insure their sale. The protection of mer- 
chandise he declared to be just as important as the 
protection of cash. He gave as an illustration the 
fact that a dealer will keep an article worth a 
dollar on his shelves for months with no protection; 
then when it is sold he gets a $300 cash register to 
protect the dollar. 

Most retailers, in the opinion of Mr. Schreffler, do 
not have the correct cost of doing business and do 
not keep accurate records. He advocated a thor- 
ough reading of trade papers and a study of the 
methods employed by the mail-order houses. He 
finished his address with an illustrated talk on 
modern bookkeeping methods and _ up-to-date 
records. 

At the close of this address President Harrington 
appointed the following committees: 

Nominations—J. H. McCollom, Hope; Peter Paul- 
son, Willow City; F. O. Johnson, Tolly. 
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Left to right: W. A. Meddaugh, Westhope, N 


Northwood, N. D.; 


Resolutions—Otto Sougstad, Northwood; E. L. 
Garden, Souris; J. S. Cole, Lisbon. 


Thursday 


The Thursday morning session convened promptly 


at 9.30, with President Harrington in the chair. 


There was no annual address by the president, Mr. 
Harrington announcing that he believed the dealers 
would prefer to use the time for discussions of the 
questions in the Question Box. Secretary Barnes 
read his annual report, starting with a resume of 
the year’s work, and stating that the association 
now had a membership of over 400, none of whom 
was delinquent. He added that there had been 
twenty-four new members taken into the associa- 
tion during the past year. Mr. Barnes explained 
in detail the work of the freight auditing depart- 
ment and the methods of remitting the amounts col- 
lected. He referred to the service rendered by the 
Price and Service Bureau of the National Associa- 
tion and told of the benefits to be derived from the 
mutual hardware fire insurance companies doing 
business in the State. The question of the manu- 





E. W. Staur, Wimbledon, N. D.; O. M. 


Left to right: 
N. O. Hougen, McHenry, N. D. 


Rogney, Jessie, N. D.; 
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; A. G. Adams, Cavelier, N. D.; Vice-president, Otto Sougstad, 
D. R. Jacobsen, Minot, N. = : Peter Fugelso, Minot, N. D. and John Vestre, Drayton, N. D. 


facturer and jobber selling direct to the consumer 
was touched upon, as was also the matter of retail 
prices established by catalog houses which could not 
be met by the average retail dealer. He brought 
up the question of coupons and trading stamps, 
declaring that trading stamps are not articles of 
commerce and tend to injure the business of the 
legitimate dealer. One-cent letter postage was ad- 
vocated and the attention of the dealers was called 
to the contemplated reduction of the present parcel 
post rates. The Stevens bill also came in for its 
share of attention and the association was urged 
to go on record in favor of the proposed bill. Mr. 
Barnes gave a brief review of the financial condi- 
tion of the association and congratulated the mem- 
bers on the excellent financial standing of their or- 
ganization. The fact that the association has in 
its treasury a surplus of nearly $6,000 speaks 
volumes for the officers and members. He closed his 
report with a personal vote of thanks to the offi- 
cers and members for their assistance and co-oper- 
ation. 

A. E. Towne, editor of the Bulletin, followed with 
an address on “The Mind and Hands of a Store.” 
He declared that the purpose of life should be not 
to outdo others but to outdo ourselves. A business 
man, he said, should have high ideals of life and 
endeavor to live up to them. Business, in his 
opinion, demanded both mind and imagination. He 
advised dealers to be the brains of their stores and 
let the employees be the hands: To train their 
salesmen to a high grade of efficiency and to study 
the possibilities of suggestive selling, rather than 
the crowding of sales. 

The next in order was the Question Box, the sub- 
ject of “Trade Building” being in charge of G. N. 
Woolworth of New Rockford. He was followed by 
E. L. Garden, who handled the subject of “Profit- 
able Lines.” Such questions were brought up as 
“Does it pay to handle jobbers’ private trademark 
brands?” “Are poultry supplies profitable lines for 
a hardware man to handle?” “Is a tinshop a profit- 
able adjunct to a hardware store?” “Are sewing 
machines profitable to handle in a hardware stock?” 

At the close of the discussions the meeting ad- 
journed and the afternoon was given over to the 
viewing of the exhibits at the auditorium. 
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Friday 


Friday morning there was no session, the time 
being taken up by the dealers in attending to their 
personal affairs and in looking over the exhibits. 
The afternoon session opened promptly at 1.30, the 
first number on the program being an address by 
L. S. Soule of HARDWARE AGE, on the subject of 
“Collections.” Mr. Soule took the stand that the 
proper time for the collection of accounts is at the 
time of granting credit. He advised dealers to 
follow the methods used by the bankers and to 
demand a credit statement and security before 
granting any large credits. He declared it to be 
fallacy to believe that the forcing of collections 
made an enemy of the debtor, and assured the deal- 
ers that the customer had more respect for a mer- 
chant who collected the money due him than for one 
who was lax in this particular. He outlined a sys- 
tem for granting credit in use in a certain Western 
store, and also described a system of collecting by 
mail which had many good points. Mr. Soule also 
called attention to the recent decision in regard to 
rural credits and urged the members to get in touch 
with their local banks and take advantage of the 
ruling, which he declared would greatly simplify 
the matter of collecting from the farmer trade. 


Following Mr. Soule’s address, the Question Box 
was given the floor and the following questions were 
discussed: 


“Cash and Credits,” J. S. Cole, Lisbon; “Collec- 
tions,” E. N. Hedahl, Mercer; “Competition,” John 
R. Vestre, Drayton; “Local Clubs,” Otto Sougstad, 
Northwood; “Merchant and Farmer,” C. W. Parker, 
Lisbon; “Insurance,” W. R. McIntosh, Bottineau; 
“Legislation,” A. T. Krabel, Clifford. 


During the discussions the matter of the jobbers 
having too many traveling salesmen covering the 
small territories was brought up. It was generally 
conceded that the traveling salesman was a factor 
for good to the trade in general, but the consensus 
of opinion seemed to be that there were more sales- 
men than necessary and that so many of them 
tended toward keeping prices high. 

Mr. McIntyre of the Hardware Trade spoke 
briefly along the lines of merchandising betterment. 
He declared that conditions were as good or better 
to-day than at any time in the past. He advised 
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Left to right: Secretary C. N. Barnes, Grand Forks; 

Miss Grace Brynjolfson, Grand Forks; Miss Winifred 

Streeter, Grand Forks; President Hubert Harrington, 

Fargo, N. D. The young ladies acted as assistants to 
the secretary 


merchants to readjust themselves and their business 
to meet new conditions. He expressed the belief 
that catalog-house competition is overestimated, and 
suggested a study of mail-order methods as the best 
way of meeting that c mpetition. 

The committee on resolutions then reported as 
follows: 

“Resolved, That we again affirm our belief that 
a fair re-sale price law would be beneficial to both 
the seller and the buyer and would at the same time 
remove the feature of unfair price cutting. We 
would therefore urge our Senators end Congress- 
mento support the Stevens bill, now before Con- 
gress. 

“Resolved, That we also urge our Senators and 
Representatives to support the one-cent letter post- 
age legislation. 

“Resolved, That we heartily indorse the movement 
for the enactment of honest advertising laws and 





Left to right: E. Emanuel, Berthold, N. D.; A. Albrecht, Anamoose, N. D.; 
Glenburn, N. D.; G. W. Cardinal, Voss Bros. Mfg. Company; H. D. Scansen, Pekin, N. D.; 
O. Hougen, McHenry, N. D. 


Pekin, N. D.; N. 


C. V. Ferguson, National Delegate, 
Aug. Rickford, 
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request all our legislators, both State and national, 
to support such legislation. 

“Resolved, That we earnestly recommend that our 
members, to the fullest extent, make use of the 
opportunity of saving afforde1 by Hardware Mutual 
Insurance. 

“Resolved, That we heartily approve the pay- 
up-week’ movement. 

“Resolved, That we are opposed to any trading 
stamp selling scheme as being detrimental to legiti- 
mate merchandising. 

“Resolved, That we deplore the tendency of many 
manufacturers to abnormally advance prices and 
commend the efforts of the Government in investi- 
gating these conditions. 

“Resolved, That we urge our members to adjust 
their selling prices to conform with present market 
conditions. 

“Resolved, That we urge our members to make 
the fullest use of the Price and Service Bureau 
operated by the National Association. 

“Resolved, That we protest against the action of 
jobbers and manufacturers selling direct to parties 
outside of the regular trade channels. Also insist 
that our goods be furnished to us at a price enabling 
us to meet any and all competition. 

“Resolved, That the freight claim department 
conducted under the direction of Secretary Barnes 
has been of much benefit to our members and should 
be taken advantage of by every member. 

“Resolved, That special thanks be extended to 
Secretary Barnes for the successful arrangement of 
this year’s business meetings and to the officers and 
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directors for their efficient management of the past 
year’s business. 


“Resolved, That we extend our thanks to the City 
of Grand Forks for its cordial welcome extended 
through the city attorney, Mr. Wineman, to the 
Commercial Club for the use of its comfortable 
quarters as a convention hall, and to the Times- 
Herald for its complete reports of the convention 
and exhibits. 


“Resolved, That the thanks of the association be 
extended to Messrs. Robert B. Schreffler of Chicago, 
A. E. Towne of the National Hardware Bulletin, and 
L. S. Soule of HARDWARE AGE, for their instructive 
addresses during the convention.” 


The nominating committee recommended the fol- 
lowing officers for the ensuing year: 


President, Hubert Harrington, Fargo; first 
vice-president, Otto Sougstad, Northwood; second 
vice-president, C. W. Parker, Lisbon; secretary, C. 
N. Barnes, Grand Forks; treasurer, A. J. Smith, 
Carrington. 


Directors—John R. Vestre, Drayton; F. S. Rick- 
beil, Cando; Paul Allen, Jamestown. 

Delegates to National Convention—P. B. Fergu- 
son, Bottineau; Kelly Adams, Cavelier. 

On motion the secretary was instructed to cast 
the unanimous ballot of the association for the 
officers as recommended. 

The secretary was also instructed to extend a 
vote of thanks to the secretary of the Indiana asso- 
ciation for pamphlets used in connection with the 
Question Box. 


MICHIGAN RETAIL HARDWARE 
ASSOCIATION MEETS IN 


GRAND 


RAPIDS 


Next Meeting to Be Held in Detroit 


ITH a membership well above a thousand 
W and with ambition for infinitely greater 
things, The Michigan Retail Hardware As- 
sociation convened in Grand Rapids for a four days’ 
convention Feb. 15, 16, 17 and 18. The meet- 
ings were held in the Pantlind Hotel and the first 
open session occurred Tuesday afternoon with 
Frank E. Strong presiding. After the invocation 
and the singing of “America,” the delegates were 
welcomed by Charles A. Ireland of Ionia, after 
which President Strong delivered his address. He 
spoke in part as follows: 

“This is a strenuous and wonderful period we are 
living in. Twenty years ago when the bicycle came 
into quite general use, some of us held up our hands 
in horror and said the country was going to ruin 
because so much money was being spent for such a 
foolish luxury. Now we are spending $400,000,000 
a year for automobiles and still we have prospered 
until our nation has become the richest and the 
most influential on earth. Our wealth has reached 
the enormous and almost unbelievable sum of $232,- 
000,000,000, or over $100,000,000,000 more than the 
wealth of Great Britain and all her possessions. A 
great factor in the production of this wealth is the 
steel and iron industry, which is really the barom- 
eter of all business in this country. When steel and 
iron trade is steady the business of the whole 
country runs evenly, but let something happen to 
stimulate this market and up goes everything. Cir- 


culation and uncertainty prevails. The present con- 
dition of American business is certainly indicative 
of this condition. Disquietude is in the air. 
Rumors of war, conflicting news, alarms and con- 
tradictory advice is so plentiful that it makes a 
steady business man realize that he must attend to 
his own. 

“This is decidedly a time to look after our own 
senses and see that they are sound and that our 
property is adequately protected. It is not the time 
to speculate your surplus earnings or savings. It is 
a most favorable time to keep a good balance in the 
bank. If you can introduce a little more economy 
into your personal and household expenses, do it. 
Do not strain your credit. Reduce your debts. Get 
yourself in as strong a position financially as pos- 
sible. The whole world is in an abnormal condition 
and no one can predict the future. The man who 
conducts his business along sound, conservative lines 
is the man who will attaim an admirable position. 
He who buys some freak of the market and ac- 
quires wealth suddenly, may excite envy, but he who 
pursues the even tenor of his way undisturbed 
by alarms, giving his energy and the best attention 
to his business, who thinks of safety first and is 
wise enough to be thoroughly conservative, is the 
man who will command not the envy of the thought- 
less, but the admiration of the thoughtful. The 
price of success is hard work—strict attention to 
business and honest service.” 
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Mr. Strong then paid a high tribute to the late 
Fred F. Ireland of Belding, whose death was indeed 
a loss to the association. Mr. Ireland was vice- 
president of the association, an excellent officer and 
a loyal friend. 

Henry Weber, the second president of the associa- 
tion, also answered the last summons during the 
vear, and President Strong paid him a mark of re- 
spect and appreciation when he referred to his serv- 
ices to the association. | 

After reviewing briefly the financial situation, 
President Strong paid a very high compliment to 
Secretary Scott for his work during the year and 
closed his remarks with an appeal for the continued 
loyalty and co-operation from the membership. 

Paul H. Neystrom of New York City, then de- 
livered a stirring address on salesmanship, after 
which Roy F. Soule, Editor of HARDWARE AGE, spoke 
on “Facts of Contact” in the hardware business. 

On Tuesday evening the hardware dealers and 
their friends were entertained at Keith’s Theater, 
where the New England Hardware Dealers’ film was 
shown and a splendid vaudeville entertainment 
given. 

On Wednesday morning, Treasurer William 
Moore made his annual report and the finances of 
the Michigan Association are indeed in good con- 
dition. 

Secretary’s Report 


At this meeting Secretary Arthur J. Scott of 
Marine City, also made his annual report. He said 
in part as follows: 

“We are right now in the midst of a period which 
requires the exercising of keen business judgment 
on the part of the individuals in order that busi- 
ness may be readjusted to the market conditions, 
which have recently and will continue to undergo 
in many cases radical changes. It is a fact that 
many goods are now being sold at less than the cost 
of replacement, and I believe we could all profit- 
ably set aside a full week at the present time for the 
purpose of putting in force an entire revision in 
our retail prices. 

“Not only should we do this at once, but we should 
plan to watch the market quotations in the trade 
journals and get information of advances from 
every traveling man who calls on us and be gov- 
erned accordingly in following the market. Ad- 
vances are in the air and the consuming public, 
understanding the conditions, is prepared to pay 
more for merchandise in the manufacture of which 
metals are used. 

“Sometimes a dealer does not like to raise his 
prices on what he figures may be temporary ad- 
vances in market values, but there appears to be 
little relief in sight from present concitions, and 
the quicker we rearrange our selling prices so as to 
show a legitimate profit on present market values 
the better it will be for both retailer and consumer. 
Let each of us make up his mind to make this re- 
vision in prices a special order of business imme- 
diately on return from this convention.” Mr. 
Scott also referred to the changed attitude of farm 
papers in the matter of favoring the local retail 
merchants. There was a time, he said, when these 
publications did not apparently consider that they 
had much in common with the retailer, and the ten- 
dency was to boost the cause of the mail order and 
catalog houses. Gradual changes were brought 
about and the majority of the representative publi- 
cations in this line are handling both their adver- 
tising and editorial sections in such a way as will 
favor the town merchant. 

Speaking on the subject of mutual hardware in- 
surance, the secretary said: “In our last report at- 
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tention was called to the heavy loss ratio in the 
State of Michigan, the Minnesota company having 
reported a loss equivalent to 69 per cent of the pre- 
miums received during 1914. While possibly this 
heavy loss was not due to carelessness, it is a fact 
that the losses this year have been cut down, and 
1915 shows a very satisfactory year for the mutual 
companies from a standpoint of business written in 
our State. The Minnesota company reports that in 
1915 the entire losses in Michigan were only 17 per 
cent of the premiums received. This, as compared 
with 69 per cent in 1914 and 28 per cent since the 
company was organized, is indeed a good showing. 
Mr. Scott then spoke at some length in favor of the 
Stevens bill, and took up the subject of the enlarge- 
ment of the parcel post. 
Trading Stamps 

Referring to the subject of trading stamps, he 
said: “We have seen fit to discourage trading stamp 
and coupon schemes, believing that in the long run 
they confer no benefit upon the retailer, but on the 
other hand, require him to give up a percentage of 
his profits, which, of course, goes to the promoters 
of the coupon scheme. We consider it better busi- 
ness and better policy to sell goods upon their merit, 
ask a fair price for them and seek business upon the 
basis of quality and service. 

“During the past year we have secured 164 mem- 
bers for the association. This brings our total 
membership up to 1087, and I anticipate when the 
next National association report is published, it will 
show that Minnesota is the only State which car 
claim a larger membership.” Mr. Scott then ex- 
presced his sincere appreciation for the co-operation 
that had been given him by the membership during 
the past year and closed his report. 

Senator A. T. Stebbins of Rochester, Minn., then 
addressed the convention on the subect of “Mutual 
Fire Insurance.” Mr. Stebbins is one of the origi- 
nators of the Mutual Hardware Insurance Associa- 
tion and the organization which he established in 
Minnesota is indeed one of the most powerful and 
influential mutual insurance associations in the 
country. He reviewed some of the many obstacles 
that confronted that first association and pointed out 
so clearly the manifold advantages of mutual hard- 
ware fire insurance that there was no doubt as to 
its benefit to the trade. On Wednesday evening Mr. 
Sheets, representing the National association, spoke 
on the Price and Service Bureau and its benefit to 
the trade. 

Officers 

A final meeting was held Friday afternoon, and 
after reports of various committees the following 
officers were elected for the ensuing year: 

President, Karl S. Judson, Grand Rapids; Vice- 
president, James Tyre, Detroit, Mich.; Treasurer, 
William Moore, Detroit; Secretary, Arthur J. Scott, 
Marine City, Mich. 

Executive Committee, for two years, Frank E. 
Saginaw; 


Strong, Battle Creek; Norman Popp, 
Alex Lemke, Detroit; Ernst Wise, Kalamazoo, 
Mich., and John C. Fischer, Ann Arbor. Executive 


Committee, to fill vacancies, George W. Leedle, Mar- 
shall, Mich. 

It was also voted to hold the 1917 convention in 
Detroit. In connection with the convention a splen- 
did exhibit of hardware was held in the Furniture 
Exchange Building and the prosperity of the State 
of Michigan reflected itself in good style. The 
Michigan Retail Hardware Association is a power- 
ful factor in the State and will undoubtedly continue 
work for the benefit and upbuilding of the trade in 
that great State. Its past record certainly fills the 
future with more than hope. 
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dealers, and with a financial statement which 
indeed reflects prosperity, the New York 
State Retail Hardware Association met in Buffalo, 
Feb. 15, for a four-day record-breaking convention. 

A hardware exhibit was held in connection with 
the meetings, and in the Buffalo Auditorium over a 
hundred hardware manufacturers displayed their 
latest and best products with scores of capable and 
enthusiastic salesmen on the job to explain in detail 
the merits of every item. 

The meetings were held in the assembly room of 
the Auditorium, and were well attended. A hard- 
ware quartette consisting of H. H. Fisher, Spencer, 
N. Y.; W. H. Paddock, Wolcott, N. Y.; T. N. Hol- 
lister, Cortland, N. Y., and C. Raymond Stout, 
Friendship, N. Y., furnished an emergency crew 
which filled in every idle moment during the meet- 
ings. They knew everything from “Tipperary” to 
“Die Wacht am Rhein” and with rare enthusiasm 
for neutrals put pepper into every session. 


W ice a record .nembership of 535 hardware 


President Losee’s Address Masterful 


President John A. Losee in his official address 
spoke in part as follows: 


HIS association is growing, slowly, I must ad- 
mit, but what is more encouraging is the fact 
that the interest in the association work is growing 
in no small degree. Members are becoming alive to 
the fact that there is a world of good to be derived 
by membership in the New York State Retail Hard- 
ware Association. 

During the past twelve months we as hardware 
merchants have seen the greatest changes in the 
price of metals and in the general hardware line 
ever known by the oldest member of our association. 
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At the left, circle, F. E. Pelton, treasurer; 


Copper, the metal, varying from $11.80 per 100 Ib. 
to $27, tin from $33.20 to $48.80, lead from $3.80 to 
$6.10, spelter from $5.40 to $22.20, 28-gage black 
sheets $1.75 to $2.60, 28-gage galvanized sheets 
$2.75 to $5.50, wire nails $1.50 to $2.30, barb wire 
$1.80 to $3.15, iron bars $1.10 to $2.15. These items 
being the extremes during the year. 


Profit in Watching the Markets 


I bring these figures to your attention that I may 
impress upon you the necessity of closely watching 
the market and current prices and to urge you to 
take the legitimate profit that is your due. Care- 
fully watch your stock and revise prices, and because 
you have bought goods at extremely low figures do 
not think that you must give them away. 

This is the harvest time, and we should all strive 
to make our profits in 1916 the largest we have ever 
received. On many items in our line the manufac- 
turers are, in a way, indifferent to orders and take 
three to six months in making shipments. 

A merchant who has carefully read the trade 
papers and kept in close touch with the market will 
be well repaid this year for his efforts, as he is the 
man who has anticipated and laid in a heavy stock 
of low-priced goods and will now take his profit at 
the high price. 


County and Local Associations 


I have a recommendation to bring before this 
convention that I believe if adopted and put into 
practice will be of great value to you as individuals 
and to our association. This is the question of 
forming county associations which will bring the 
hardware dealers of the various counties of the State 
together, to work for a better understanding among 
local competitors. 
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right, circle, J. B. Foley, secretary; center, the exhibits 


The chairman of the county body should be in 
close touch with our State organization, and by 
holding meetings at regular intervals at a central 
point in the county, I believe that a large percentage 
of dealers in every county would eventually join 
both the county and State associations, thus 
strengthening both bodies and also making our 
National association so much stronger. 

This department could also be used to good ad- 
vantage in making reports and collecting from cus- 
tomers who are moving from one town to another. 
It would bring competing merchants to become 
better acquainted, giving them an opportunity to 
discuss and help one another with local credits, 
consult on local business conditions and in many 
ways make us better and broader merchants. 

In larger cities, such organizations are easily 
formed, and we now have several that are doing 
good work for their members. The most notable of 
them are Brooklyn, with over 100 members, and the 
Buffalo association, with forty-odd members; Syra- 
cuse, Schenectady and Niagara Falls have local asso- 
ciations which are doing mighty good work, and I 
am credibly informed that all the important stores 
in these cities are actively interested. New York 
City has an efficient association, the counties on 
Long Island and Richmond Borough are organized, 
all with splendid records to their credit. 

In territory most familiar to us, there is estab- 
lished one very strong county association. I refer 
to Westchester County, the home of our distin- 
guished vice-president. That particular organiza- 
tion is fortunate in having among its members 
merchants of the cities of Yonkers, Mount Vernon 
and White Plains, in addition to many merchants 
located in smaller communities. 
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As we progress in gur work this week I hope to 
hear from members from that part of the State, 
chiefly for the purpose of giving us, who live in 
other counties, the encouragement to follow their 
example. Co-operation in so many directions would 
be possible under such an arrangement that I am 
certain the results would justify every effort made 
to accomplish the end sought. 

Let us while here give the subject earnest thought 
and plan to organize a few counties in 1916. That 
would, in my opinion, be an accomplishment worth 
our serious effort. 


A Collection Department 


Another recommendation that I desire to bring 
before this convention is that we establish a collec- 
tion department, to be connected with the secretary’s 
office in Syracuse. It is my belief that a properly 
equipped collection department would be able to 
assist us in collecting a large amount of money for 
our members at a low cost. A series of letters care- 
fully prepared, by selecting the best means em- 
ployed by up-to-date collection agencies, will bring 
results from many delinquents where we, the mer- 
chants who have extended credit and in many cases 
see the debtor several times a week, are unable to 
secure payment on account. Let an outside person 
take hold of the account, and if properly handled 
settlement is often made. 

Some State associations have such departments, 
and I understand are meeting with good success. 
Remember one point, if we do start a collection de- 
partment it is up to all members to make it a 
success. The secretary cannot carry this work along 
unless you furnish him accounts and co-operate with 
him in the work. 
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Methods Worth Copying 


3% a Lf . 
I feel it my duty to. mention, even though briefly, 
the growing competition we are having on hard- 
ware items in department stores and in the newer 

















J. B. Sellars, president 


¢<lass of establishments whose specialty is goods sell- 
ing at prices within certain brackets; for instance, 
“5 cents to 50 cents” and “5 cents to $1.” 

That specialized effort in such commodities is 
popular with the public is plainly evident from the 
volume of business done in these stores. That such 
stores appear to be filling a demand is also evident. 
That the business is legitimate cannot be questioned. 
No credit is given and none is asked. Cash and 
quick turnover of goods at popular prices, coupled 
‘with attractive window displays and well-placed ad- 
vertising appear to explain the enormous volume 
transacted by our comparatively new competitors. 

I just want to submit the question, “Are these 
methods not worth adopting?” and can we not, from 
our discussions this week, formulate plans (that 
each individual hardware merchant may modify to 
fit his particular case) to successfully keep in the 
foreground as distributors in our communities of 
the items which belong in the hardware line. 


Financial Aid 


We have a committee for the purpose of render- 
ing assistance and advice to any member who finds 
himself getting in financial difficulty. If there is 
any member who feels that his business is going 
back and that he is now in a bad way financially, let 
him not wait until it is too late and lawyers get 
hold of his business, but take the matter up with 
our secretary, and through a committee we may 
be able to lend a helping hand. No publicity in any 
way is given to these matters, and no one need have 
any fear of asking assistance of our office. I trust 
that it will not be necessary for any merchant to 
ask such aid this year, but if occasion should arise, 
the service is yours for the asking. 


Fair Prices 


I desire to impress upon you the many helps and 
the assistance that members may obtain by keeping 
in close touch with our secretary when unable to 


Hardware Age 


secure fair prices needed to meet competition and 


when trying to locate where certain goods out of 


the ordinary may be obtained. The secretary’s 
Office is in a position to serve you in these matters, 
and welcomes letters of inquiry. The Price and 
Service Bureau of the National association, Argus, 
Ind., is also at your command, and is maintained 
to serve retail hardware merchants who are asso- 
ciation members. You are not playing fair with 
yourself if you fail to try out the buying power of 
either our State or National Price and Service 
Bureau. 


Insurance at Cost 


The hardware mutual insurance companies give 
us fire insurance at low cost. As association mem- 
bers, you alone are eligible to carry this protection. 
I cannot too strongly urge members to carry some 
insurance with the hardware mutuals. It means a 
saving of 25 to 50 per cent in premiums. 

Two of the strongest companies will, we hope, 
become regularly licensed in our State this year. 
One of them, Minnesota, has already filed its appli- 
cation. The hardware mutuals enjoyed profitable 
business in 1915, with smaller losses than usual. 
So our protection may safely be said to be of even 
higher class than ever before in the history of these 
companies. 


Last Point and Poetry 


The information we can give each other and the 
new business friendships we can all make through 
the medium of the exhibition will be decidedly worth 
while. Let us be friendly with the exhibitors, and 
in recognition of the compliment they pay us by 
exhibiting let us confine our convention purchases 
in this building to those who are actually exhibitors. 


“Count that day lost 

Whose low descending sun 
Sees prices shot to pieces 

And business done for fun.” 


Secretary Foley’s Report 


In his annual report Secretary Foley spoke in 
part as follows: 


W* are to-day entering on our fifteenth year as 
an association and with more pleasing pros- 
pects than ever before in our history. 

In numbers we have grown from the seventy who 
attended our initial meeting at Syracuse in 1902 to 
a point where we are and can be an important factor 
in both business matters, legislation and the devel- 
opment of good practices in general mercantile 
affairs. 

Price and Service 


Reviewing the several permanent departments 
which our office maintains for the benefit of mem- 
bers, I find that our members seem most interested 
in what might be termed the “price and service bu- 
reau,” to borrow a phrase from the National asso- 
ciation. By that I mean that inquiries are con- 
stantly increasing as to where certain items are 
made and where these items can be bought to best 
advantage in the quantities our members can use. 

As a result of these many inquiries, we now have 
filed in the office quite a comprehensive lot of infor- 
mation on makers, prices, terms, sources through 
which these goods can be bought. All these records 
are now permanent and are available to every mem- 
ber of the association without cost. Our only con- 
cern is that the information be treated confidentially 
when it is imparted. 
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The Value of Confidence 


Illustrating the importance of keeping confiden- 
tial information on prices, I will cite an instance 
recently where a new and very low price on a par- 
ticular wrench was given to me for the benefit of 
buyers of these tools. I passed the price to a num- 
ber of members whose business in tools warranted 
their having it, and within a week news came back 
from one member to the effect that a competing 
salesman had called on this merchant and had stated 
that he would meet “Foley’s price” on the tools. 

Several lots of the wrenches had been bought at 
the prices I had quoted, but the special was with- 
drawn quickly when the maker learned that his con- 
fidential figures had been “peddled.” Judgment 
must be used by everybody who asks special in- 
formation, because the source of the knowledge may 
be hard to reach and harder to induce to talk, and 
if the information thus secured is abused, future 
attempts will be met with refusals. 

It has, however, been our pleasure to do some 
members a real service in this respect during the 
past year, and we are willing and anxious that the 
scope of the work be broadened further. 


Turpentine Cases 


The number of members who have been charged 
with violating the law by selling adulterated tur- 
pentine and linseed oil without properly marking 
the packages seems to be decreasing. Only two 
cases came to my notice last year, and these were 
fortunately both settled without having to pay the 
fines. Some lawyers’ fees were entailed, of course, 
and considerable annoyance. Merchants must be 
very careful on both these commodities, because, as 
the Agricultural Department frankly says, “We are 
policemen, not educators.” 


Questionable Buying and Selling Companies 


Last year I called attention to the number of 
companies with high sounding names which present 
buying and selling and advertising schemes, par- 
ticularly to merchants in small communities. 
Usually these schemes are exploited as a panacea for 
mail-order competition. There are, I believe, a few 
companies of that kind that are really responsible, 
and that are financed by their owners. A far 
greater number, however, start with little or no 
actual capital and depend for money to operate 
upon the subscriptions for their services from mer- 
chants. One at least such company organized in 
this State about a year ago has met financial trou- 
bles, and merchants who are subscribers to its 
service and who have bought its catalog may never 
get back their money. 

Understand, please, we make no attempt to libel 
any person undertaking to make a living or pro- 
mote any reputable enterprise. Not one of these 
schemes is actually unlawful. All that can be said 
of them is that they are impracticable and that the 
character of the company and its financial responsi- 
bility should be investigated thoroughly before you 
invest good money in them. Our office has facili- 
ties for reporting on the standing of all such enter- 
prises—and quickly. Write the office before you 
get in. Afterward may be too late to prevent loss. 


Hardware Mutual Insurance 


Reports of three out of the six large insurance 
companies show that each of them had a remarkably 
good year in 1915, with material increase in busi- 
ness, smaller losses than usual and enlarged sur- 
plus. I have reason to think that the other three, 
whose reports have not yet been printed, will show 
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up equally as well. One company, Minnesota, has 
filed application for license with our State insur- 
ance department, with every expectation of secur- 
ing it promptly; another Wisconsin company 
expected to do the same about July 1. During the 
year, therefore, I believe it safe to say that we will 
have one, and perhaps two companies operating 
here under State direction, which will clear away 
the last and only possible objection that ever existed 
toward that form of insurance in the minds of some 
merchants. It is a matter for congratulation all 
round that the growth of our companies has been 
both successful, gradual and sane. 


Prominent Speakers 


During the convention many prominent speakers 
addressed the New York State dealers. W. H. 
Stepanek of Cedar Rapids, Iowa, spoke on “A Prac- 
tical Accounting System’; Alexander F. Osborn of 
Buffalo on “Dealer Advertising”; F. Spencer Bald- 
win, manager of the State Insurance Fund, on 
“Compensation Insurance”; National Secretary M. 
L. Corey on “The Community Spirit,” and Roy F. 
Soule, editor of HARDWARE AGE, on “Points of Con- 
tact in the Hardware Business.” 

The Question Box discussions on business sub- 
jects occupied a part of each meeting and resulted 
in a most beneficial exchange of ideas. 


New Officers Elected 


In the closing meeting J. B. Sellars, White Plains, 
N. Y., was elected president; Irving Van Voris, 
Cobleskill, N. Y., first vice-president; W. N. Briggs, 
second vice-president; Frank E. Pelton, Herkimer, 
treasurer, and John B. Foley, Syracuse, N. Y., 
secretary. 


Fixed 


Charles A. Fix of Buffalo more than maintained 
his reputation as an exposition fixer. Having tem- 
porarily adopted the convention representatives of 
about 125 manufacturers’ representatives he en- 
gaged Hyers Marine Band to furnish the boys with 
music, while he acted as a 90-hp. get-acquainted 
committee. Fix is in a class by himself, and won 
the friendship and appreciation of every one who 
visited the big exhibit. 


The Social Side 


On Wednesday evening the associate members en- 
tertained the ladies of the convention at a theater 
party, while they took care of the boys at a smoker 
in the German-American Hall. The Kaiser’s 42 
centimeters had nothing on the entertainment that 
night. 

The annual banquet was held on the evening of 
the seventeenth at the Lafayette Hotel, and after 
an elaborate menu, Toastmaster Samuel B. Bots- 
ford of Buffalo introduced the field secretary of the 
American Chamber of Commerce, who spoke on the 
“Business Man’s Duty to the Nation.” 

By special request Roy F. Soule, editor of HARD- 
WARE AGE, then spoke on the “Problem of the 
Unemployed.” Mr. Soule related his interesting ex- 
periences as a guest of New York’s famous Hotel 
De Gink, and made an eloquent plea for a better 
understanding between the poor and the comfortable 
classes. 

The New York State Retail Hardware Association 
is growing in power and in usefulness. It is an 
organization to which every hardware dealer in the 
State should belong. As one old member tersely 
puts it: “Our association stands for the best, and 
it won’t stand for the worst.” 








Danes Would Sell United States 


Islands in West Indies 


"Paper gare nage’ (via London), Feb. 20.—The re- 
cent strike of negroes in the Danish West In- 
dies has reopened the old question of the sale of the 
islands to the United States. If the question comes 
up again in Parliament the general belief here is 
that it will receive a favorable majority in both 
Houses, provided the United States offers a greater 
sum than the $4,000,000 offered in 1901. 

M. Hageman, the wealthiest planter in the 
islands, has just published here a pamphlet on the 
situation from the point of view of the most influ- 
ential Danish residents of the colony. He favors 
the sale. 

The pamphlet says the economic conditions are 
fairly good, as the sugar crop is excellent. This, 
however, is not considered as sufficient, and M. 
Hageman expects a return to bad conditions as soon 
as the prices of sugar have fallen. 

Some years ago a bill was presented to Congress 
asking an appropriation of $4,000,000 to buy the 
Danish West Indies, but the project fell through. 
In 1910 Denmark offered to sell the islands to the 
United States, but the offer was withdrawn. 

The Danish archipelago includes the islands of 
St. Thomas, St. Croix and St. John. The islands lie 
to the east of Porto Rico.—New York World. 


Britain Feeling Shortage in Dyes 


ASHINGTON.—Consular dispatches received 
here told how Great Britain too is feeling the 
pinch of dyestuffs shortage. 
Prices are soaring and vast quantities of goods 
are accumulating to be dyed, the report said. 
Scarcity of colors produced only in Germany has 
forced British manufacturers of clothing to turn 
to elementary colors.—New York American. 


Ford to Try Out Municipal Owner- 
ship 
ETROIT.—Henry Ford, the multi-millionaire 
automobile manufacturer, is reported to be pro- 
moting a trial of municipal ownership. He and sev- 
eral financial associates are said to have been trying 
to secure control of the stock of the Detroit United 
Railway, which controls all local street car lines. 
Heavy buying recently has advanced the company’s 
stock 14 points. This is unusual, as the franchises 
of the company on many streets have expired. 
The report runs that if Mr. Ford obtains control 
of the company he will turn it over to the city.— 
New York American. 


Corn Threatened by Car Shortage 


ECATUR, ILL., Feb. 21.—Frank H. Funk, 

member of the Illinois Public Utilities Commis- 
sion, and E. M. Wayne, a director of the Illinois 
Grain Dealers’ Association, left to-day for New 
York to confer with members of the Interstate 
Commerce Commission and representatives of the 
American Railways Association regarding the rail- 
road car shortage. 


Live News 
From Many Sources 
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Mr. Wayne said the farmers of Illinois are threat- 
ened with a loss of $2,500,000 in not being able to 
market their corn crop. The country glevators, he 
said, are full of corn that contains too much mois- 
ture to carry it safely through the warm spring 
months.—New York American. 


Danbury Hatters’ Case to Go to 
Higher Court 


EW HAVEN, CONN.—A bill of exceptions to 
the recent decisions of Judge E. S. Thomas of 
the United States District Court, that the savings 
and bank deposits of Danbury hatters who were de- 
fendants in the suit of D. E. Loewe against Martin 
Lawlor and others, belonged to the individual de- 
fendants and could not be taken by the plaintiffs as 
a part of their judgment, was filed in the United 
States District Court by counsel for Mr. Loewe. 
This action was taken as preparatory to an appeal 
to the United States Circuit Court of Appeals.— 
Public Ledger. 


Wheat and Cotton Exports Fall Off 


ASHINGTON.—Wheat exports for January 

increased nearly 50 per cent compared with 
January, 1915. Cotton exports dropped more than 
40 per cent. Exports of meat and dairy products in- 
creased appreciably. 

Department of Commerce figures show that com- 
pared with January, 1915, exports of breadstuffs 
decreased from $55,000,000 to $37,000,000, wheat 
from $53,000,000 to $17,000,000, and cotton from 
nearly $60,000,000 to $34,000,000. 

Meat and dairy products increased from $18,000,- 
000 to $21,000,000 and mineral oils from $8,700,- 
000 to $11,700,000.—New York American. 


United States Steel to Build $1,000,- 
000 Acid Plant 


ITTSBURGH.—Work was begun to-day on a 

$1,000,000 addition to the zinc plant of the 
United States Steel Corporation at Donora for the 
manufacture of muriatic acid. A plant 200 x 500 ft. 
for the refining of zinc oxide will be built. 

The output of the acid works, it was stated, 
would be 50 tons a day, enough for the corpora- 
tion’s use in the manufacture of galvanized iron.— 
New York American. 


United States Lets Business Slip, 


Says Perkins 


EFORE the Down Town Club at Newark, N. J., 

yesterday George W. Perkins stated that the 
past eighteen months should have been golden 
months for this country. They were permitted to 
slip by, he said, because the men in Washington 
seemed to believe that the old business methods 
were the best. 

He claimed the country has made a number of 
blunders which must be remedied if prosperity is to 
be enjoyed and industrial depression warded off, a 
condition he predicted will follow the restoration of 
peace. 














March 2, 1916 


Mr. Perkins denied that “the trusts make the 
times.” He declared “the times make the trusts.” 
He denounced the Sherman law as a colossal blun- 
der, and urged the substitution of Germany’s co- 
operative business ideas in place of the old com- 
petitive business methods of this country. 

“To both old political parties,” said Mr. Perkins, 
“the Sherman law is the eleventh commandment.” — 
New York American. 


The German Mark 


=a patriotism plus German organization 
under Government direction was most effective 
in bringing into the coffers of the Reichsbank the 
gold which was needed to help support the vast in- 
crease in the country’s note circulation. German 
patriotism minus Government supervision was not 
effective in preventing speculative operations which 
helped to depress the value of the German mark in 
foreign countries. Even reserved organs of public 
opinion in Germany admit that the depreciation in 
the value of the mark abroad was not due solely to 
neutral speculation and enemy endeavor. German 
speculators had a good deal to do with it. 

We are not, as our readers must know, as much 
impressed as some others with the need of encour- 
aging speculation lest the mainspring of human ef- 
fort be broken. Perhaps we are not as much im- 
pressed as we should be, but it is not with the 
thought of commenting on the needfulness or need- 
lessness of speculation that we touch on the status 
of the mark in foreign countries. Nor is it par- 
ticularly for the purpose of recording sympathy, 
strange as that may seem, for the German Govern- 
ment in its efforts to prevent the value of the mark 
being depreciated through the operations of specu- 
lators. It is rather to suggest that German patriot- 
ism, after all, seems not to be very different from 
patriotism in other countries. It is not so con- 
trolling that the State can afford to trust that sen- 
timent wholly and exclusively for protection against 
the selfish acts of its citizens.—The Annalist. 


Prepare for Trade Contest, Says - 
Hill 
OSTON, Feb. 25.—Only proper industrial pre- 
paredness can save this country from a trade 
contest of “dire consequences, perhaps beyond the 
endurance of our people,” at the close of the present 
war. So David Jayne Hill, former Ambassador to 
Germany, asserted before the Home Market Club 
to-night. 

Henry D. Estabrook of New York critcised the 
free trade theory. “The tariff cannot be taken out 
of politics,” he said, “because you cannot take busi- 
ness out of politics. In every free government 
business and politics are synonymous.”—New York 
American. 


Growth of Automobile Industry 


* the five years ended with 1914 the output of 
automobiles in the United States increased by 
350 per cent. The increase in value, 181.7, did not 
keep pace with the output, however, because of the 
increasing proportion of low-priced machines and 
the general reduction in the cost of automobiles in- 
cident to improved organization and reduced shop 
cost. In 1914, as in 1909, however, the leading item 
of output was the touring car, of which, in 1914, 
there were 454,876, valued at $351,585,518. These 
figures are to be compared with an output of 76,189 
machines marnfectured in 1909, the value of which 
was $113,510,575. 
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In 1914 there were in the United States 338 es- 
tablishments manufacturing automobiles, with an 
entire output of 573,114 machines, valued at $465,- 
042,474. In 1909 there were 315 plants engaged in 
making automobiles and their whole output was 
127,287 machines, valued at $165,099,494.—The An- 
nalist. 


Gasoline Famine Is Standard’s Tip 


INNEAPOLIS, MINN., Feb. 24.—Robert Stew- 

art, director of the Standard Oil Company of 
Indiana, at a hearing before the City Council to- 
day, declared that the price of gasoline will con- 
tinue to rise. He said there is a possibility of a 
world-wide gasoline famine. 

“Increases in the price of crude oil, in the de- 
mand for gasoline and the prices of articles used in 
refining processes have sent prices skyward,” he 
said. 

The council has declined to issue permits to the 
company for five more filling stations until the rise 
in the price of gasoline has been adequately ex- 
plained.—New York American. 


Inquiries Pour in for United States 
Products 


— inquiries for American goods continue 
to pour into the various information bureaus 
established here. 

The last weekly report submitted by the Indus- 
trial Bureau of the Merchants’ Association says for- 
eign inquiries were received for sixty-six different 
commodities. The bureau furnished the names of 
536 firms in a position to supply the merchandise. 

The bureau also received and answered two re- 
quests for names of export commission houses with 
whom the foreign correspondents desired to do 
business. 

Recent developments in connection with the inter- 
ference of mail, including first-class and parcel post 
mail, have brought numerous inquiries regarding 
the possibility of securing an uninterrupted interna- 
tional mail service. Certain members have had 
parcel post mail seized by the British Government 
and are extremely desirous to secure its release. 
Other firms are desirous of receiving goods from 
Europe through this medium. 

These firms and many others have asked the asso- 
ciation to ascertain the attitude of the Government 
in regard to the interference with this mail and to 
suggest effective means of bringing about the re- 
lease of mail already seized. 

This the bureau undertook.—New York Amer- 
ican. 


Sound Prosperity 


ROF. IRVING FISHER, the noted economist, 
discussing the causes of the return of pros- 
perity in the United States, says: 

“Were our present prosperity wholly of a war- 
made kind it would be a menace rather than a god- 
send. Fortunately our prosperity is in the main 
due to causes wholly apart from war.”—The An- 
nalist. 


A MEMBER of the New York Stock Exchange 
came out to the corridor to meet a friend, who 
asked him how the brokers felt. 

“Oh, we are all bearish,” said the broker, with an 
air of disgust. “I’m as bearish as anybody, but we 
are probably all wrong. We don’t know anything 
about real conditions.”—The Annalist. 











Well Put 


A MAN who kept a roadhouse in Rhode Island was 
called upon to testify in a suit as to the number 
of cubic yards handled in some rock removing and fill- 
ing in of lots in the vicinity. 

Naturally enough he showed very little knowledge 
of the matter, his idea of a cubic yard being so 
indefinite that it was suspected he hardly comprehended 
the term. In order to facilitate his understanding the 
judge said: 

“Listen, witness! Assume this inkstand to be three 
feet across the top this way and three feet that way 
and three feet in height, what should you call it?” 

“Well, your Honor,” said the witness, without hesita- 
tion, “I should say it was SOME inkstand.” 


Providential 


FARMER in a small way walked into the offices of 

one of our fire-insurance companies and intimated 
that he wished to insure his barn and a couple of 
stacks. 

“What facilities have you for extinguishing a fire 
in your village?” inquired the superintendent of the 
office. 

The man scratched his head and pondered over the 
matter for a little while. Eventually he answered: 
“Well, it sometimes rains.”—T7it-Bits. 


Courageous Child 


ELLIE, aged four, was gazing intently at the 
visitor’s new bonnet. 
“Well, dear,” asked the lady at last, “what do you 
think of it?” 
“Oh,” replied the small observer, “I think it’s all 
right. Aunt Mary told mama it was a perfect fright, 
but it doesn’t frighten me any.”—Kansas City Star. 


We Know Them 


ésrFI\WOBBLE is always being mentioned for some 
kind of office. I wonder why he never gets ap- 
pointed to one?” 

“I suspect that’s because Twobble’s friends are the 
sort of people who wish you well without stopping to 
see whether their wishes are carried out or not.”— 
Birmingham Age Herald. 


Resemblance Only 


6é Y Boy,” said the patronizing member of the club, 
as he handed around the Flor de Hoofas, “that’s 
something like a cigar!” 
“Yes,” responded one of the victims after he had 
taken a puff or two, “what is it?”—E-xchange. 


A Bargain 


66 OW much vas dose collars?” 
“Two for a quarter.” 
“How much for vun?” 
“Fifteen cents.” 
“Giff me de odder vun.”—Yale Record. 


Those Dear Girls 


—— take half an hour’s beauty sleep every 
afternoon. 

Marie—You should make it much longer, dear.— 
Boston Transcript. 
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A Timely Warning 


6 ee following letter was contributed to The Times, 
of India, published in Bombay: 

“My purpos for writin on you this is to inform 
you many English Brothers not to give honor and 
devotion to your ladys because they will in the end 
becum proud and then they will want vote. 2 or 35 
thing happen at Victory Garden to morow and then I 
all of sudden made up my brain to write you immediate. 
There was many Englis womans and when mans are 
sitting on the bench, and womans come, man stand 
and give their sit to woman. This happen 2 or 3 time 
tomorow and I question you why? I again tell you 
why? Mans and womans are similar in this world 
and then why mans honors woman. If they honors old 
old woman, one thing, but they honours young young 
lady. My purpos to write this to inform the Englis 
Saheb loks that when they do this they spoil their 
feminine lady and then this lady get proud and walk 
like p-cock and then ask vote and then spoil Ken 
Garden and throw bomb on Loid Gorg, put bursting 
powder in envelope and post, and create other mischief. 
Therefore I say to my Englis, pleas dont spoil Englis 
womans in India because by honouring them you people 
put in their brain the sids of suffragetism and then 
they get wild like Misses Pancurs. Please please print 
this leter near the Ruter’s telegram with big big 
words.”—World Outlook. 


Noblesse Oblige 


6é OTHER,” said little Mabel, “do missionaries go: 
to heaven?” 

“Why, of course, dear,” her mother replied. 

“Do cannibals?” 

“No, I’m afraid they don’t.” 

“But, mother,” the little girl insisted, “if a cannibal 
eats a missionary he’ll have to go, won’t he?”’—New 
York Evening Post. 


A Standpatter 


OHNNY was dividing an apple with his sister. He 

gave her the smaller piece, naturally. Mother 
watched the process, and then said sorrowfully: 

“Johnny, if J were dividing that apple I’d keep the 
small piece, and give you the large one.” 

“Well, what’s the mattér,” answered Johnny, “ain’t 
I got it?”—Exchange. 


Contempt of Court 


EFENDANT (in a loud voice)—“Justice! Justice! 
I demand justice!” 
Judge—“Silence! The defendant will please remem- 
ber that he is in a courtroom.”—Penn State Froth. 


Estimating Income 


“How much is he making?” 
“Between a motorcycle and a car.”—Philadelphia 
Bulletin. 


It’s to be “America first” if we are to make America 
last.—Philadelphia North American. 


We have a mighty good navy—what there is of it; and 
there is plenty more where it came from.—I/ndianapolis 
News. 















NEW ENGLAND IRON AND 


HARDWARE MEN DINE 


guests of the New England Iron & Hardware 
Dealers’ Association gathered at the Hotel 
Somerset, Boston, Mass., to partake of the twenty- 
third Annual Banquet of this organization. As 
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QO: the evening of February 17, 180 members and 

















C. A. Adams, President 


usual this was a reunion of the principal hardware 
jobbers and manufacturers of the entire New Eng- 
land States, although a great many familiar faces 
were missed at this time, being kept away on ac- 
count of illness. The banquet hall was magnificently 
decorated with the American flag in various forms. 
In the center of the room a decorated pole had been 
erected to the center of the ceiling, from the top of 
which streamers of red, white and blue extended to 

















Col. H. P. Bope 
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all parts of the room. Back of the speakers’ table 
was a portrait of George Washington. 

In the center of each table was an elaborate ar- 
rangement holding red and white carnations and 
American flags, and around the centerpiece were 
strewn blue violets. At each plate was a silken 
American flag which was used to pin on a white 
carnation boutonniere. 

As is usual at these banquets very fine souvenirs 
were given to the guests; this year they included a 
handsomely framed, hand-painted sketch more or 
less appropriate for each individual and also a minia- 
ture box of cigars tied with red, white and blue, the 
colors used profusely in all the decorations. 

Seated at the head table were Wilbur B. Ayer, 
vice-president of the association; Ex-president 
Charles F. Bragg; Toast-master J. Franklin Babb, 
J. B. Bonner of the Carnegie Steel Company, Col. H. 
P. Bope, vice-president of the Carnegie Steel Com- 
pany; The Hon. Channing Cox, Speaker of the Mas- 
sachusetts House of Representatives; President 
Charles A. Adams, The Hon. Richard W. Austin, 

















John L. Haines 


member of Congress from Tennessee; John L. 
Haines of the Jones & Laughlin Steel Company; 
The Rev. Edward Cummings, Cambridge, Mass., and 
William C. Moreland, secretary of the ‘ones & 
Laughlin Steel Company. 

After the excellent dinner, which was enlivened 
by songs, the speeches were made. First a welcome 
by the president of the association, Charles A. 
Adams, followed by the Hon. Channing Fox, who 
presented the compliments of the Commonwealth in 
a most acceptable manner. The principal trade ad- 
dresses of the evening were those of John L. Haines 
of the Jones & Laughlin Steel Company, and Col. H. 
P. Bope, vice-president of the Carnegie Steel Com- 
pany. 

The remarks of Congressman Austin of Tennes- 
see, were a severe arraignment of the Wilson Ad- 
ministration, during which he said: “We want a red- 
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blooded President, and we are going to get one.” 
This remark was cheered. “Every business man in 
this country should be aroused. I am going to the 
Chicago Convention and I would like to vote for a 
business man as President of the United States. 
After all the Government is only a big corporation. 
I would not hesitate to vote for Judge Gary if his 
name were offered in the convention. The time has 
come for less business legislation. We do not owe 
our present prosperity to the Underwood tariff law, 
but to the blood-soaked battlefields of Europe. The 
Underwood Tariff bill was drawn up by men who 
knew nothing about business. The present Admin- 
istration is wholly un-American. God save us from 
such an administration and its policy of giving up 
the Philippines and leaving the Americans and their 
property there to a worse fate than has befallen 
American citizens in Mexico.” 

The Committee of Arrangements for this meeting 
of which ex-President A. B. Marble was chairman, 
consisted of the following: R. M. Boutwell, Frank 
A. Marvin, Herbert Field, Charles A. Adams, E. E. 
Farnham, Wilbur Sargent Locke, Fred L. Avery, 
Fred L. Greely, George J. Mulhall, Leon C. Carter 
and W. B. Ayer. This committee of arrangements 
had the assistance of the following companies: The 
John B. Varick Company; The Belcher & Loomis 
Hardware Company; Peter Gray & Sons; N. H. 
Bragg & Sons; The Dana Hardware Company; The 
Dodge, Haley Company; The A. C. Harvey Com- 
pany; The Jones & Laughlin Steel Company; The 
Congion & Carpenter Company; Frank W. Brig- 
ham; The Lackawanna Steel Company; The Car- 
negie Steel Company; The Herrick Company; The 
Standard Horse Shoe Company, and Avery & Saul. 

As usual the assistant treasurer and manager of 
the association, George J. Mulhall, was behind the 
scenes seeing that everything went all right. 
Through his continued modesty we are unable to 
show a picture of Mr. Mulhall but we have hopes of 
doing so on some future occasion. 

Mr. Haines said: “The smoke of battle should 
not hide our perception of the need for a protective 
tariff for our industry. When the war ends the 
workers in the foreign factories will face less work 
or reduced wages and the manufacturers will cut 
their prices and wage the fiercest competition to 
sell their products in the markets where they can 
get gold, of which we have so much at the present 
time. We need a merchant marine if we are going to 
bid for foreign trade at the end of the war.” 

In the course of his remarks Colonel Bope said: 


“Never has the steel industry been so speeded up 
as in England. The munitions output has never 
been so great. England will emerge from the war 
with better organization, equipment, and selling 
forces in the steel industry. America will be called 
upon to face competition such as it has never before 
faced. 

“Industry abroad will be weighed down with a 
heavy burden at the close of this war. The war 
has shown men that they are not of common clay. 
It has taught them new ideals and new standards 
of life. When they return from the war they will 
demand higher wages, and get them, and in so do- 
ing they will impose higher fixed charges on the 
foreign steel industry and force higher costs of pro- 
duction. 

“We are making our people dependent on legisla- 
tion to such an extent that we are depriving them 
of individuality, initiative and self-reliance. The 
war is developing men in the stress on the other 
side, and the American people must not think it 
easy to compete with Europe, but my one wish is 
‘God give us men in America.’ ” 








Hardware Age 


Coming Hardware Conventions 


IOWA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBIT, Des Moines, Feb. 29, March 1, 
2, 38,1916. A. R. Sale, secretary, Mason City, Iowa. 


CALIFORNIA STATE RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, San Francisco, March 14, 15, 16, 
1916. L. R. Smith, secretary, Oakland, Cal. 


AMERICAN HARDWARE MANUFACTURERS’ ASSOCIA- 
TION CONVENTION, in conjunction with the South- 
ern Hardware Jobbers’ Association, Birmingham, 
Ala., April 18, 19, 20, 21, 1916. Headquarters, Tut- 
wiler Hotel. F. D. Mitchell, secretary-treasurer, 
Woolworth Building, New York. 


SOUTHERN HARDWARE JOBBERS’ ASSOCIATION CON- 
VENTION, in conjunction with the American Hard- 
ware Manufacturers’ Association, Birmingham, 
Ala., April 18, 19, 20, 21, 1916. Headquarters, Tut- 
wiler Hotel. John Donnan, secretary-treasurer, 
Richmond, Va. 


ARKANSAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Little Rock, May 9, 10, 11, 1916. Grover 
T. Owens, secretary, Little Rock, Ark. 


PANHANDLE HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Amarillo, Texas, May 22, 23, 
24, 1916. L. E. Lyles, secretary-treasurer, Ama- 
rillo, Texas. 


AMERICAN IRON, STEEL & HEAVY HARDWARE 
ASSOCIATION CONVENTION, Pittsburgh, Pa., May 24, 
25, 26, 1916. Headquarters, the new William Penn 
Hotel. Arthur H. Chamberlain, secretary, Mar- 
bridge Building, New York. 


NEW ENGLAND HARDWARE DEALERS’ ASSOCIATION 
CONVENTION AND EXHIBITION, June 12, 13, 14, 15, 
1916. George A. Fiel, secretary, 176 Federal 
Street, Boston, Mass. 


NATIONAL RETAIL HARDWARE ASSOCIATION COoN- 
VENTION, Boston, June 13, 14, 15, 1916. M. L. 
Corey, secretary, Argos, Ind. 


Carpet Sweeper Company Holds 
Election 


byes annual stockholders’ meeting of the Bissell 
Carpet Sweeper Company was held at the office 
of the company, Erie Street, Grand Rapids, Mich., 
recently. The officers elected for the ensuing year 
were: Mrs. Anna Bissell, president; T. W. Wil- 
liams, vice-president; M. R. Bissell, Jr., vice-presi- 
dent; F. M. Deane, treasurer; R. E. Shanahan, 
secretary and general manager. Directors, Mrs. 
Anna Bissell, T. W. Williams, W. E. Gill, Irving J. 
Bissell, M. R. Bissell, Jr., F. M. Deane and R. E. 
Shanahan. 

Notwithstanding the large falling off in its for- 
eign trade due to the war, the company states that 
it has just closed one of the largest year’s business 
in its history. A year ago the Bissell company 
added vacuum cleaners to its line, which have proved 
very popular. 


THE REMMERT VACUUM CLEANER COMPANY, St. Louis, 
Mo., has been incorporated with a capital stock of 
$50,000 by William Remmert, Albert Marks and Clar- 
ence C. Scoles to manufacture vacuum cleaners, washing 
machines, etc. 


THE BRIDGEPORT ELECTRIC Mrc. COMPANY, Bridge- 
port, Conn., has been incorporated with capital stock 
of $5,000. The officers are: President, P. Berggren; 
vice-president, John Weckman; treasurer, Alexander 
Hedin; secretary, Charles S. Ferrett. 
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Another Plan to Help the Catalog Houses 
By W. L. CROUNSE 


WASHINGTON, D. C., Feb. 28, 1916. 
HEY say the Chicago packers of pork products 
T operate their plants with such scientific econ- 
omy that they utilize every bit of the hog 
except the squeal. This is modern “efficiency.” 
The big mail-order houses and the get-rick-quick 
concerns are preparing to discount the packers, if 
a proposition just presented in the House by Rep- 
resentative Tague becomes a law. It’s an innocent 
looking bill, and almost any busy man would have 
to read it twice before noting the Senegambian in 
the woodpile. Yet it means the saving of many 
million pennies now spent for postage stamps, and 
it is calculated to arouse the enthusiasm of any 
real efficiency expert. 


A Scheme Worth Investigating 


This interesting measure provides that as to cat- 
alogs, circulars, pamphlets and other similar mat- 
ter, wholly in print, upon which the postage is now 
paid at the rate of one cent for each two ounces or 
fractional part thereof, “the same rate is hereby 
extended to apply to the mailing of such printed 
matter in bulk, to varying addresses, irrespective of 
the individual weight thereof within a limit of 
4 lb., without stamps affixed at 8c. per pound or 
fractional part thereof, to be fully prepaid in sim- 
ilar manner as now by law provided for the mailing 
of matter of the second class; but such pound rate 
shall apply only when such printed matter is offered 
in quantities of one pound or more.” 

If this bill should pass, the mail-order concerns 
would effect a nice little economy in the postage on 
their “bargain” circulars, their small “special’’ cat- 
alogs and on such of their big catalogs as go to 
distant points—nothing to compare with the money 
they’ve made out of the parcel post, of course, but 
quite enough to please their stockholders and almost 
enough to make the pork packers jealous. The get- 
rick-quick concerns would save a large proportion 
of their present cost of doing business. 

As usual, the small merchant would be left out in 
the cold, and dear old Uncle Sam would hold the bag. 

The mail-order houses recently discovered that 
they were paying too much postage on small cat- 
alogs, circulars, etc. Under the present law the full 
ounce or pound rate must be paid for each fraction 
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of an ounce or pound, and in the course of a year 
this leak runs into a very snug sum. Acting upon 
the theory that Mr. Burleson ought not to expect 
pay for little fractions of weight which the postal 
service does not actually transport, Congress is 
asked by Mr. Tague to permit catalogs, circulars, 
etc., to be carried on a bulk basis similar to the 
rule now prevailing as to legitimate newspapers and 
periodicals. 
How the Law Would Work 

As an illustration of the practical operation of 
the proposed law, take the case of the catalog house 
or get-rich-quick concern that wishes to send out 
100,000 circulars weighing one ounce each. The 
postage under the present law would be one cent 
each, or $1,000 for the lot. Under Mr. Tague’s bill, 
however, the circulars would be weighed in bulk 
and would tip the beam at 6,250 lIb., which, at 8c. per 
pound, would cost just $500, or one-half the total 
cost under the present law. If the circular weighed 
but half an ounce the saving would be $750 instead 
of $500. 

Mail-order concerns are very sure that they have 
been wasting postage on their big catalogs sent to 
distant points under parcel post rates. The postage 
on a 2%%-lb. catalog to points in the sixth zone is 
9c. for the first pound, 8c. for the second pound and 
8c. also for the half pound, or a total of 25c. for each 
catalog. If the catalog is sent to the seventh zone 
the rate is 3lc. and to the eighth zone 36c. Under 
Mr. Tague’s bill all these catalogs destined for the 
sixth, seventh and eighth zones would be mailed in 
bulk at a uniform rate of 8c. per pound, each one 
costing just 20c. The saving of 5c. to 16c. on each 
would buy a lot of tires and gasoline for mail-order 
magnates’ limousines. 

Of course the small merchant would be at lib- 
erty to use Mr. Tague’s rate, but, unfortunately, he 
doesn’t do business that way. He doesn’t often cir- 
cularize his customers—not nearly so often as he 
should—hence the little end for his. 

But the Tague bill is not yet a law. 


More Plans to Cut Out the Retailer 


The impression is pretty strong among business 
men that the parcel post has been developed along 
paternalistic lines very nearly to the limit, although 
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it is quite generally anticipated that Mr. Burleson, 
if he remains in office long enough, will give the 
weight limit another boost and cut still further the 
existing rate schedule. It appears, however, that 
some people are dissatisfied’ and believe the Gov- 
ernment ought to do something “to bring producer 
and consumer together” beyond permitting post- 
masters to establish Butter & Egg Gazettes to ‘in- 
duce patrons of the mails to ignore local retailers 
and send away from home for the thousand and one 
things they need in their daily lives. 

So here comes Representative Randall of Cali- 
fornia with an interesting proposition designed to 
stimulate the movement to eliminate the locai re- 
tailer from the business life of the country. A bill 
he has just introduced in the House provides as 
follows: 

“That the Post Office Department conduct an ex- 
periment in Washington, D. C., or at any other 
place or places, in the discretion of the Post Office 
Department, of a plan for direct dealing between 
producer and consumer through the Parcel Post 
Service, employing mail-order methods; and for the 
purpose of testing the plan the department is au- 
thorized to incur such expenses in the city of Wash- 
ington and elsewhere for the payment of the sal- 
aries of employees, clerks, stenographers, assistants 
and such other necessary expenses as the depart- 
ment may deem necessary: Provided, that the total 
expenses incurred for all purposes shall not exceed 
the sum of $100,000, and the department shall sub- 
mit a report to Congress as early as practicable 
embodying the results of its investigations and such 
recommendations as it may see fit to make.” 


A Grim Joke on the Retailers 


Isn’t it the irony of fate that the retail merchants 
of the country should be called upon to help pay that 
$100,000 to be used in the development of a plan 
designed to put them out of business? 

It’s a lucky. thing for the small merchants that 
Mr. Randall’s bill has been referred to the Commit- 
tee on Appropriations rather than to the Post Office 
Committee. Chairman Moon, who handles the Post 
Office bills, seems to be an easy mark for all the 
parcel post cranks, but the gentleman who sits at 
the head of the Appropriations Committee table is 
Johnny Fitzgerald, whose steel-blue eyes grow cold 
as ice whenever a fellow member attempts to put 
over such bunk as is proposed in thé Randall bill. 
He’s the watch-dog of the Treasury, and it’s dollars 
to doughnuts that the present Congress will not ap- 
propriate a hundred thousand dollars, nor a hun- 
dred thousand cents, to help the mail-order houses 
close the gap between producer and consumer. In 
these days of preparedness all the money is needed 
for battleships and flying machines, so the mail- 
order chaps will have to work out their own salva- 
tion. And they appear to be quite competent to 
do it. 


Funny Things in the Post Office Bill 


Now that the Post Office appropriation bill is 
pending in Congres:, fool schemes are being brought 
forward by the score. Some of them are pure, un- 
adulterated jokes. 

Representative Rouse of Kentucky has excited 
the risibilities of his colleagues—although it’s likely 
that some of his constituents in the Blue Grass re- 
gion take him quite seriously—by introducing a 
measure “for the purpose of expending the unex- 
pended balances and surplus postal revenues on 
rural post roads.” 

This bill provides that any unexpended balances 
in the appropriations for the rural delivery service 
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and all surplus postal revenues for this and subse- 
quent fiscal years “may be expended by the Sec- 
retary of Agriculture in co-operation with the Post- 
master General in improving the condition of roads 
to be selected by the Postmaster General, over which 
rural or star route service is or may hereafter be 
established,” provided that the State or the local 
sub-division thereof in which such improvement is 
made “shall furnish for the improvement of the 
road or roads so selected double the amount of 
money allotted by the Government.” It is further 
stipulated that “no portion of the amount made 
available under this provision shall be expended in 
improving the condition of roads located within 
the corporate limits of towns or villages having 
a population of 2000 or more.” 

With a deficit in the postal revenues for 1915 of 
nearly $12,000,000 and with a prospective shortage 
in 1916 even greater, Mr. Rouse’s little towns and 
villages have a mighty slim chance of seeing the 
color of Uncle Sam’s money. Imagine Secretary of 
Agricultur2 Houston sticking around with an ex- 
pectant smile waiting for Mr. Burleson to hand 
over the “unexpended balance” of the postal rev- 
enues, when everybody knows that, as the kid said 
to his pal who wanted the core of his apple, “there 
ain’t agoin’ to be none!” 


The Humbug of the R. F. D. 


More money for rural free delivery! 
Not content with boosting the appropriation for 
the rural free delivery for the coming fiscal year 


_ nearly $5,000,000 above the Postmaster General’s 


estimate, Congressmen are now falling over each 
other to amend the law fixing the pay of rural car- 
riers so as to increase their compensation. Rep- 
resentative Taylor of Colorado has introduced a 
bill raising the salary of each rural carrier $200 
“for the purchase and maintenance of necessary 
horses, wagons and equipment.” As if this were 
not sufficiently generous, the bill also provides that 
“an annual leave of absence of thirty days with 
pay shall be granted every rural letter carrier from 
and after the passage of this act.” 

The rural service now costs $53,000,000 per 
annum on a basis of about $1,200 per standard 
route. It serves a population of about 15,000,000, 
who contribute to the support of the service about 
20 per cent of its cost, the other 80 per cent being 
saddled upon the taxpayers at large. Mr. Taylor’s 
bill would add about $8,000,000 or $9,000,000 per 
annum to the general taxpayers’ burden. 

It’s not at all likely that Congress will adopt the 
Taylor amendment, but it will go through the mo- 
tions of “giving it serious consideration,” for this, 
you know, is election year, and when you remember 
that there are forty odd thousand carriers and an 
equal number of substitutes in the service and that 
each is probably a member of a family of five, of 
whom one or two will be entitled to go to the polls 
next November, you will readily understand that. 
although the bill presented by Mr. Taylor may not 
get the carriers any more money, it will very likely 
get Mr. Taylor and his fellow Congressmen some 
more votes. 


THE ACME SHEET METAL & Mrc. Company, Cleve- 
land, has been incorporated with a capital stock of 
$10,000 by E. P. Schlosser, M. L. Harrington, W. C. 
Kelly and others. 


THE FIRE EXTINGUISHER Mrc. CoMPANy, Anderson, 
Ind., has been incorporated with $25,000 capital stock 
by James F. Fulton, George W. Davis and Arthur 
C. Call. 
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“Duplex, Jr.” Electric 
Cleaner 


The Ramey Company, Chillicothe, 
Ohio, has recently placed on the 
market the “Duplex, Jr.,” electric 
cleaner. 

This cleaner consists of a motor 
and fan in an aluminum casing to 





The “Duplex, Jr.,” electric cleaner shown 


in operation cleaning pool table 


which is attached a dust bag and 
rubber hose. The entire outfit weighs 
only 6 lb. and can be hooked to the 
belt so that the operator may carry 
the machine with him. It is equipped 
with a long cord, and will be found 
especially useful, the company points 
out, in the cleaning of billiard tables, 
clothing, the upholstery of automo- 
biles, removing dirt from shelving 
and for cleaning horses. 

This new device is equipped with a 
universal guaranteed motor, which 
can be furnished to operate on any 
voltage from 32 to 256. The bearings 
are of special bronze and the oilers 
are of the wick design with only two 
places to oil. It can be attached to 
any electric light socket. The retail 
price is $25. 


Attacho Electric Lantern 


The Attacho Light Company, Syndi- 
cate Trust Building, St. Louis, Mo., 
manufactures the Attacho lamp for 
use with a No. 6 dry cell. 

It is black japanned, has a durable 

















Attacho electric lantern 


metal skeleton case which securely 
holds the battery, but at the same 
it, which adds 


time cannot sweat 
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greatly to its life, it is claimed. It is 
equipped with a 3-in. highly polished, 
specially designed glass-covered re- 
flector which cannot tarnish, the com- 
pany states, and for ordinary use with 
the regular No. 6 dry cell it is fur- 
nished with a 1% Mazda lamp. 

The Attacho has a direct contact 
center binding post, eliminating all 
wires and switches. The Mazda lamp 
furnished, it is claimed, will give a 
75-hr. continuous light, or 10 to 12 
months’ regular service. 

Recently several new 3-volt batter- 
ies the same size as the regular No. 6 
have been put on the market, and in 
order that this lantern may be used 
with these new batteries it can be 
equipped with 3-volt lamp if desired. 
The retail price of the Attacho lamp 
is 50 cents. 


“Handee” Shock Absorber 


The Racine Handy Mfg. Company, 
Racine, Wis., manufactures the “Han- 
dee” shock absorbers for Ford auto- 
mobiles. The company states that 
these shock absorbers meet the extra 
bounce that comes from well-inflated 
tires and transforms it into a glide. 

It is claimed by the manufacturer 
that a Ford car fitted with “Handee” 
shock absorbers gains 2% in. resilient 
play. 

This device retails at $15 for a set 
of four, or $8 for two for the rear 




















“Handee”’ shock absorber 


springs. They are made in special 
sizes for roadsters, touring cars or 
trucks. 


“Franco” Display Case and 
New Tubular Flashlight 


The Interstate Electric Novelty 
Company, 29 Park Place, New York 
City, has recently put on the market 
the “Franco,” a fiber-covered, non-tu- 
bular flashlight, which the company 
claims cannot be short circuited under 
any conditions. This feature saves 
the battery as well as the flashlight it- 
self. 

Heretofore the main fault of fiber- 
covered flashlights was that when 
both ends were brought in contact 
with the same piece of metal as when 
the flashlight was laid down on a 
piece of machinery or similar object a 
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short circuit was made which caused 
the battery to burn out and in many 
cases to swell and spoil the flashlight 
case, 

These new non _ short-circuiting 
flashlights eliminate this trouble, it is 
claimed. They are now made in eight 
different sizes ranging from the baby 
tubular, which is illustrated and which 
can easily be slipped into the pocket, 

















Franco counter display case 


to the big, powerful miner’s light with 
a large reflector for hand use. 

This company has also just put out 
a new plate-glass showcase for the 
use of its dealers. The case measures 
18% x 20 in. and is 10 in. high. The 
front and top is made of the finest 
plate glass, with polished edges; the 
sides and base have a mahogany fin- 
ish, and on the front there is an etched 
trademark. 

The case itself has a patented ar- 
rangement which keeps it always se- 
curely locked and the goods free from 
dust, it is stated. The front of the 
case is easily removed to change the 
display whenever necessary. In the 
rear there is space in which to carry 
a complete stock of “Franco” flash- 
lights. 


JOHN BATH & Co., INC., manufac- 
turers of grinding machinery, etc., 
have moved their factory from South- 
bridge to Worcester, Mass. With the 
additional machinery that is now being 
installed, they will double their pres- 
ent capacity. 


THE Esco Mrc. CoMPANy, Detroit, 
Mich., has been incorporated with a 
capital stock of $100,000 to manufac- 
ture automobile locks. The incorpora- 
tors are E. R. Schreiter, Jr.; E. M. 
Clasen and F. E. Humphrey. 


THE SIMMONS SADDLERY COMPANY, 
St. Louis, Mo., an adjunct of the Sim- 


mons Hardware Company, has leased 


additional space which it will equip 
for saddlery manufacture. 


THE A-B Stove CoMPANY, Battle 
Creek, Mich., has increased its capital 
stock from $350,000 to $410,000. 
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Think Definitely 


ELATIVELY how few people think and 
k reflect intensively; multitudes think 
they think, but snap judgment often 
masquerades as_ deliberation. A well- 
balanced army and navy must have enlisted 
men and squad leaders as well as generals, 
admirals and staff; the same principles apply 
to industrial and mercantile forces. It is the 
thinker, unknown or famous, who transmutes 
thought into profitable action. 

Successful individuals, irrespective of the 
size of an undertaking, observe, think and 
act. The crowd waits for something to turn 
up; the few see favorable opportunities or 
create them. 

In a group of 4035 American millionaires 
over 4000 came originally from small towns, 
according to the president of a large Penn- 
sylvania university, who lately asked Andrew 
Carnegie to explain it. The Laird of Skibo 
replied that they came from little places 
where they had abundant time to think; 
otherwise were less distracted by the diver- 
sions of larger communities. As he was 
instrumental in creating many of them his 
opinion should count. 

Alexander T. Stewart, the merchant- 
prince, when he began business: discovered 
that certain goods purchased for re-sale 
finally had to be closed out for one-third 
of their original cost. That attracted his 
attention and suggested looking for the 
cause, which, on investigation, proved to be 
a lack of demand for the inactive merchan- 
dise. That concltision in turn determined 
him to mix with the people and find what 
was salable, and thereafter he gained instead 
of losing. 

A young married man, on the death of his 
wife, was left with a young baby, for whose 
care a nurse was engaged. As a stop-gap 
during an afternoon out, the father agreed 
to care for the infant. Most of the time 
during the nurse’s absence the baby cried 
long and piteously, the reason for which was 
finally traced to an unskillfully located pin. 
After learning the cause the father resolved 
that children thereafter should not be so 
tortured ; hence the safety pin, the total busi- 
ness in which has long been enormous. 

The fireless cooker has been credited to the 
thinking of a woman who was preparing a 
dish in her kitchen. During the process it 


was necessary to combine two mixtures but 
when the second was ready the first was cold. 
In attempting to solve the problem the fire- 
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less cooker was devised. Our informant, a 
D.D. and LL.D., says he saw the cashier of 
a New England bank pay the thinking lady 
a check for $180,000 on one occasion; ob- 
viously well worth several brain storms. 

General Kilpatrick related this personal 
reminiscence to more clearly emphasize his 
opinion of the forehandedness and thinking 
power of the average American soldier, who 
in tight places he found often thought and 
acted without waiting for orders. 

The United States is leading the world 
industrially because we have brains to 
originate and brawn to execute. Without 
one the other is impotent. Without trained 
manufacturing forces, skillfully organized, 
our Edisons, Bells, Howes and Stephensons 
would have been lesser lights, because their 
wealth of ideas and inventions would have 
been so delayed in execution that the stimu- 
lation of thought from achievement would 
have been decidedly lessened. 

Definite thinking is the commander-in- 
chief of achievement, whether the thing 
accomplished be in an enormous manufac- 
turing plant or in a small retail store. 
Andrew Carnegie’s statement that small 
town men have more time to think can be 
well applied to small stores, but no man’s 
brain can evolve big business building ideas 
if his brain cells are crowded with scores of 
small details. 

A well-organized business is one where 
responsibilities are shared and every man 
has not only some definite physical duties to 
perform, but some definite thinking to do as 
well. Many successful merchants assign 
specific sales problems to their employees. 
Unless a man does definite thinking on in- 
dividual buying problems he never becomes 
a great buyer. Unless an employee definitely 
turns his thoughts to paints, builders’ hard- 
ware or mechanics’ tools he never becomes a 
specialist in any of these lines. 

Men cannot become authorities overnight. 
Our great inventors or great merchants did 
not arrive because of some violent twenty- 
four-hour devotion to a single subject. They 
became great because their minds stuck with 
tenacity, through months or years, to a prob- 
lem until it was solved, and brains grow by 
the solution of problems just as muscles grow 
with regular exercise. 

No nation in the world offers its people 
more freedom of thought or expression of 
those thoughts than the United States. 
Whether this freedom will be used or abused 
is something every man must settle for him- 
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self, but the biggest men.are those who, hav- 
ing profited by definite thinking, educate 
others to a broader knowledge and a broader 
conception of what thinking really means. 
The difference between haphazard thinking 
and definite thinking is that one is froth and 
the other evidences itself in concrete action 
and accomplishment. 


Some Sidelights on the East 


VER since the time the Three Wise Men 
H} came out of the East it has been held 
that they returned to their own country 
where wisdom abideth. And you may recall 
that “‘abideth” means to take up your perma- 
nent abode and not go philandering around 
in the land of the barbarians, when you 
should be content in modern Athens and have 
as your slogan that little old New York is 
good enough for you. Yet there be those in 
increasing numbers who hold that the real 
America lies west of the Alleghenies and 
that the farther West you go the truer is this 
statement. Now you can scarce expect this 
to get by in a section where environment 
counts for something, but inheritance for 
more. 

Whereas the West is mostly a product and 
result of environment, and consequently hav- 
ing neither the fear of things on earth nor 
in the waters under the earth, marvels much 
at some of the illusions, social and economic, 
that still prevail east of the Alleghenies. 
Foremost among these is the fetish that the 
Wall Street stock market is the best barom- 
eter of business, or even indicative, save re- 
motely and by implication, of the real prog- 
ress of the commercial life of the nation. 

It would probably give some of the finan- 
cial fraternity of the East heart failure to 
realize the profound indifference with which 
the mass of people south of the Potomac and 
west of the Alleghenies view the gyrations 
of a market which is too often the mere 
manipulated semblance of a reality. Nor can 
the West, built on the sober facts of daily toil 
and accomplishment, all close to Mother 
Earth, understand how the keen business in- 
tellect of the East takes seriously the prophe- 
cies of commercial likelihoods, and the fore- 
casts of the business future by cloistered 
economists, and paid syndicated financial 
writers, who are seperated oy a great gulf 
from any knowledge of actual conditions, or 
that ingenious combinations of partial and 
unreliable statistics should pass current as 
true economic doctrine. 

It is one thing, as in the brokerage and 
financial world, to possess a highly developed 
ability in separating a man from his money, 
and quite another to have even a glimmering 
of those profound and deeply underlying 
forces which are setting this country toward 
the commercial supremacy of the world. The 
real difficulty lies in that concentrated local 
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interest and knowledge which reckons the 
Wall Street Cafion and the State Street Cow- 
path as centers of the business world. A 
local interest and xnowledge forsooth which 
is the height of achievement in a small town 
and the depth of provincialism in a great 
city. Nor can the West understand that 
state of mind in the financial world in the 
East which fails to realize that its name is 
Ichabod and that its glory has departed so 
far as there ever being again any likelihood 
of its becoming the sole financial center of 
this country in the sense it once thought 
probable and had pipe dreams about. 

It is one thing to be the center or the 
universe and quite another merely to excel 
other stars in glory. So this iridescent 
dream which still lingers in many quarters 
leads easily to that other state of mind which 
fails utterly to comprehend the financial 
needs and wants of ctner sections. Which 
consequently reckons as “dangerous,” “fan- 
tastic,” “hysterical” or “unsound” that de- 
termined and clamorous demand from the 
agricultural body for such system of rural 
credits as shall give equal opportunity in 
financing its needs to agriculture, the great- 
est, must fundamental, and most important 
business in all the world. So such relief as 
is offered is of that cryptic inherited shib- 
boleth of financial complexity which breaks 
the farmer in pieces with words and seeks 
to fill his belly with the husks of hopelessly 
unintelligible formulas. There are always 
too many dollars and too little of human na- 
ture in such solutions. 

Deep down in the consciousness of the East 
lies the fear of democracy, of the unchaining 
of the wild beast that shall bring the deluge. 
Which is why there is the ever-present fear, 
distrust, and denunciation of those numerous 
social and economic experiments, which the 
West tries so readily and so confidently, 
knowing full well that every departure in 
political, social and economic life is ever an 
experiment, but knowing equally well that all 
progress lies that way and the greatest eco- 
nomic and business end to be attained is that 
which elevates the plane of living among the 
masses. 

There is much the same story in the losing 
fight which is waged against these things 
which come on so steadily and remorselessly. 
There is much beating of tom-toms with ap- 
peals to the revered past and its sacred in- 
heritances especially by all those sinister 
forces which thrive on such conditions. 
Then the end comes inevitably and still the 
fountains of the great deep are not broken 
up nor the foundations of society thrown 
down. Meanwhile the elemental West, being 
by nature and surroundings unafraid of the 
consequences of progress, still wonders why 
the traditions of the past make so great a 
difference between those so close akin in 
most respects. 





















NEBRASKA ASSOCIATION CONVENES 
IN LINCOLN 


Round Table a Successful Feature 


held its annual convention in Lincoln, Neb., 

Feb. 8, 9, 10 and 11. The attendance was 
particularly good and the life of the meetings par- 
ticularly pleasing owing to the fact that but one 
set address was arranged for in the program and 
that the greater part of the meetings was given 
over to the discussion of question box subjects. 
President J. J. Jennings, in his opening address, 
spoke as follows: 


oa Nebraska Retail Hardware Association 


B* reason of that fraternal spirit which permeated 

the hearts of a little band of volunteers, we 
were born in the State of Nebraska as an associa- 
tion. Our continual rise as an association, I am 
sure, must be a great source of gratification to 
those loyal souls who have given so much time, and 
effort to the developments of an organization of 
which, in our State, there is no equal, and one to 
which I am so proud to belong. 

We are glad to be in Lincoln, as we have come 
in and gone out of the city so many times in the 
past twenty-six years, we feel at home here. 

We date the beginning of our life in the West 
from the time we bought our opening stock of hard- 
ware, in Omaha in 1890, nearly twenty-six years 
ago, and our firm is one of the few who have con- 
tinued under the same name up to this date. 

In former days before the organization of the 
Nebraska Retail Hardware Association, there was 
no organization, the purpose of which was to help the 
individual retail hardware dealer to become more 
efficient in his business. No one gets out of life 
more than he puts into it. No one can live an- 
other’s life for him. What we all want, as dealers, 
is to become more proficient in our line to obtain a 
fair compensation for our labor. 

Our Nebraska delegation was recognized by the 
National Convention, having had our old member, 
Dan Kavanaugh, on the executive board, and he not 
wishing to serve longer, our M. D. Hussie was 
elected in his place. 

The year 1915 was an unusual year for hardware 
as well as some other lines. Starting with low 
prices and a general depression, it ended with op- 
erations as far above normal as it was possible to 
push them. The year started with operations at 30 
per cent above the capacity of the mills, and closed 
at one hundred and ten, with the mills all sold up, 
and no possibility for placing any business until 
after July 1. In spite of this fact prices did not 
advance to the extent that might have been ex- 
pected. The following figures might be of some in. 
terest to those of you who do not recall prices in 
1900. 

Nails, $3.90; patented barb wire, $4.35; gal- 
vanized, $4.50; in 1915, nails, $2.70; patented barb 
wire, $2.85; galvanized, $3.55. 

Another statement might interest you. In 1869 a 
12-in. flat bastard file cost 53 cents; No. 1 Maydole 
hammer, $1.17; garden hoe, 63 cents; Manila rope, 
22 cents a pound; copper rivets, 72 cents a pound; 
cut nails, $6.75 per keg; cast steel, 24 cents per 
pound 1%4; No. 10 flat head screws, 59 cents. 

So you see, even though we are paying 10 to 20 
per cent advance for goods, with all they are very 
cheap. The general impression is that most of our 
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hardware dealers have had a good year, and if they 
have bought early for next season, should have a 
good year in 1916. In any event let us hope for a 
good business, and not worry over what we do not 
get after we have done our best. 

I wonder if the merchants at home were patron- 
ized more, or did our friends the farmers, send 
away from home for more goods during 1915. See 
by report of the Sears-Roebuck Company, that their 
annual sales for 1915 were $112,665,725, or more 
than $11,544,071 above 1914, or 11 per cent in- 
crease. 

These figures, gentlemen, are appalling, and there 
seems to be no way of keeping people from sending 
away for goods. 

The Jobbers 


These people are our friends and it is our duty 
to treat them as such, and it is very much to our 
interest to make every effort to meet our obliga- 
tions promptly as by so doing we are placed in a 
position to ask for unusual terms if in the stress 
of times it should be necessary for us to do so and 
I am sure that if such times come upon us the 
dealer that has made good with them under pros- 
perity will receive good treatment from them under 
adversity. 

Our National Hardware Association is certainly 
doing a good work, and is doing all in its power to 
help the State association. We should be proud of 
the National Bulletin and not in the least slight our 
own little magazine, so ably edited by our Secretary 
Roberts. 

I want to say a few words to you in regard to our 
insurance department. This department is getting 
along very nicely under the able management of our 
secretary, the man who does things. We have the 
best insurance that money will buy and sell it to our 
members at half price. If not using it now get 
busy and take out a policy in our Hardware Mutual. 

In conclusion, I want to thank our Board of Di- 
rectors, our able secretary, and the membership of 
our organization for the loyal support they have 
given me in my feeble efforts as president of your 
association the past year, and I hope that you will 
extend to my successor the same loyal support. 


Fully 400 merchants were in attendance at the 
meeting. The Nebraska dealers have had a fairly 
prosperous season and the prospects for the coming 
year are exceedingly bright. Large crops in the 
State in 1915 with high prices have made business 
good and in every district of the State there seems 
to be a spirit of optimism that offers well for busi- 
ness conditions in the coming year. The plans for 
the Nebraska convention this year were to follow 
out the round-table idea and to get as many of the 
members to take part in the discussions as possible. 
This proved to be a pleasant departure from the 
usual set features, and scores of members who had 
never before taken part in the meeting were active 
in their interest and participation. 

Frank Stockdale delivered the only set address 
on “Keeping Up with Rising Costs.” Mr. Stock- 
dale is an eloquent speaker, and there was food for 
much thought in his remarks. 

M. D. Hussey represented the National Hard- 
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ware Association at the meeting and presented the 


viewpoint of the National in such a way as to win 


the warm applause and enthusiasm of the members. 

EK. E. Smith, president of the Lincoln Club, made 
a very brief address on local crops. His ten min- 
utes’ talk was full of meat and he is certainly a 
warm advocate of the benefits to be derived from lo- 
cal merchants getting together in all lines of retail 
business, , 

In the closing meeting, C. B. Diehl, Stratton, was 
elected president; Fred Petz, Blue Hill, vice-presi- 
dent, and Nathan Roberts, Lincoln, secretary and 
treasurer. J. H. Hussie, Omaha; J. C. Goodbod, 
Utica, and M. QO. Prester of Lincoln were made 
members of the board of directors. The associa- 
tion will meet next year in Omaha. 

One cent letter postage was indorsed and the 
Stephens bill now in Congress was also approved. 

The report of Secretary Roberts shows the asso- 
ciation to be strong in membership, in good finan- 
cial condition and a powerful factor in trade circles 
in the State. Nebraska is one of those great farm- 
ing States where hardware business and hardware 
merchants are indeed a power in their community. 
The development of this association has been slow 
but so well founded that its gradual increasing 
power and usefulness is about as stable as Gibraltar. 


Fraray Hale Elected Treasurer of 
International Silver Company 


T a meeting of the board of directors of the 
International Silver Company held recently 
Fraray Hale was elected treasurer, to fill the va- 
cancy caused by the death of George M. Curtis. 
Mr. Hale for many years has held the position 
of cashier with the Meriden Britannia Company 





F'raray Hale 





and its successor, the International Silver Com- 
pany. He has been a resident of Wallingford, 
Conn., since 1875, in which year he left his native 
town of Glastenbury, Conn., and became clerk for 
Hall, Elton & Co., of Wallingford, makers of silver- 
plated flatware. This concern in 1882 was bought 
by the Meriden Britannia Company, which, in turn, 
was absorbed by the International Silver Company, 
1898. Mr. Hale’s connection continued during these 
changes. The honor that has now come to him is 


recognized as a fitting one not only on account of 
this more than forty years of faithful service, but 
for the ability he has consistently displayed. 





Dangerous Ground 


To the Editor: 

It would be a great favor to the retail trade if 
you would “start something” that will end the cus- 
tom of jobbers and manufacturers giving presents 
to employees or selling them something for their 
own use at a lower price than the employer pays for 
the same article to sell again. 

A stove factory sells a clerk a self feed for $5 
less than he sells one to the firm to sell again. 
A furnace for $10 or $15 less. A cutlery salesman 
sells a large order and in an excess of joy dis- 
tributes largess to the extent of a pearl-handled 
knife to each clerk. 

These gifts are evidence of the fact that the firm 
is either paying too much for such goods or has 
been levied upon for an involuntary contribution 
toward an advertising account. 

I have believed that this custom would cease with- 
out agitation, but it has not. 

After a varnish salesman contributes several gal- 
lons of high-grade varnish toward lessening the 
expense of a clerk who is “fixing up,” and after the 
clerk has received the varnish, the salesman calls at 
the store and finds that the clerk has either quit or 
lost his job; the salesman naturally ponders. 

Also when a cutlery salesman after a few months’ 
absence returns to learn that the store has changed 
hands and new clerks are employed, he probably 
wonders what benefits he is going to receive from 
the pearl-handled engraved knives he distributed so 
generously on the occasion of his former visit. 

The logical result of this sort of thing is that 
after clerks have received presents, solicited or un- 
solicited, they are apt to become indifferent to the 
interests of the houses that do not allow such gifts 
to be made, and to “stool pigeon”’ their line. 

Some retailers are just as blamable. They are 
continually asking for some article “for their own 
use,” and either expect it as a gift or at a huge 
reduction in price. 

If they go to the city they sponge on jobbers for 
food and entertainment. 

The writer, although a retailer, would be very 
glad if this custom of entertainment could be dis- 
continued. It is embarrassing to the guest and to 
the deputized entertainer, who in most cases are 
either strangers or nearly so, and who seldom have 
anything in common. ) 

If this graft to clerks and to retail employers 
could be cut out entirely, and the “entertainment” 
confined to a lunch and to giving such information 
as a stranger in a city might legitimately need, I 
believe it might result in a shading of one or two 
per cent in the prices we have to pay. 

Respectfully, 
MINNESOTA MERCHANT. 


Unprecedented Year Reported by 
Rubber Company at Meeting 


bas stockholders of the Pennsylvania Rubber 
Company, Jeannette, Pa., at the annual meeting 
elected the following officers for the ensuing year: 
Chairman of the board, Herbert DuPuy; president- 
treasurer, H. W. DuPuy; vice-president, C. M. 
DuPuy; general manager, Seneca G. Lewis; secre- 
tary, George W. Shively; assistant treasurer, C. G. 
Morrill; directors, Herbert DuPuy, H. W. DuPuy, 
C. M. DuPuy, Seneca G. Lewis and George W. 
Shively. The company’s report for the season of 
1915 shows approximately a four-million volume of 
business, with earnings the most satisfactory in the 
history of the company. 
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OREGON ASSOCIATION MEETS IN 


PORTLAND 


HE Oregon Retail Hardware and Implement 
T Dealers Association held its annual conven- 
tion in Portland Jan. 25, 26, 27, 28. 

The address of welcome was delivered by F. T. 
Griffith and the response made by the president of 
the association. 

The president, in his annual address. recom- 
mended that some means be adopted which will 
create a greater interest among the dealers in asso- 
ciation work and which will increase the member- 
ship. In his opinion the association should indorse 
some mutual fire insurance, to enable the dealers to 
make a saving on their premiums. Some method 
should also be adopted by which the members may 
be forced to pay their dues promptly. 

N. W. McCullough, secretary of the National Im- 
plement and Vehicle Association, delivered his ad- 
dress, advising the dealers to shorten their terms, 
as the manufacturers in some instances have short- 
ened theirs and will continue to do so; he also urged 
the dealers to give loyal support to their officers and 
the association work. 


Wednesday 


William F. Woodard at this meeting delivered a 
very interesting and instructive address on the 
Stevens bill now pending in Congress. He pointed 
out the reasons why it will be beneficial to all lines 
of merchandise, and, in his opinion, if this bill be- 
comes a law, it will prevent price cutting on all pat- 
ented and trade-mark articles and will place all mer- 
chants on the same basis. 

At this time the president appointed the follow- 
ing members as a resolution committee: F. E. 
Chambers of Eugene, Chairman; George P. Cramer 
of Grant’s Pass and N. A. Bonn of The Dalles. 

D. Franklin Barber, president of the National 
Retail Hardware Association of Boston, Mass., ex- 
tended greetings from the National Association. 
During his talk he emphasized the necessity of the 
dealers supporting their association, that in his 
opinion there is and will be greater needs for or- 
ganization work in the future than there ever has 
been in the past, and each dealer should give the 
association and the officers hearty and loyal support. 

The president appointed the following nominat- 
ing committee: Lot L. Pearce, chairman; A. C. 
Hubbard, B. S. Swengel, W. M. Huff and George 
P. Cramer. 

The Question Box was then opened with D. F. 
Barber in charge, and over an hour was devoted to 
discussing the questions. Many good suggestions 
were made. 

Thursday 


Edgar H. Sensenich, cashier of the Northwestern 
National Bank, delivered his address on “Trade 
Acceptances.” After he had finished, a number of 
questions were asked and some valuable informa- 
tion gained on this new plan. Mr. Sensenich gave 
as his opinion that when this plan is generally ac- 
cepted it will place all mercantile transactions prac- 
tically on a cash basis. The merchants will be able 
to eliminate nearly all of their bookkeeping expense 
and will be able to use all of their acceptances at 
their banks by making a very nominal discount. 

The secretary was instructed to cast the unani- 
mous vote of the convention for the gentlemen 
named in the report for the various offices, and the 
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president declared the following duly elected to 
the respective offices for the terms named: W. E. 
Craven of Dallas, president; W. A. Hudelson of 
North Powder, vice-president; A. F. Stearns of 
Oakland and N. A. Bonn of The Dalles, members 
of the executive committee for the term of two 
years. 

F. R. Leonard delivered his address on “When 
Fleas Bite, Get Busy and Scratch.” Mr. Leonard 
showed clearly that many dealers should get busy 
and be wide awake and doing, and the competition 
of which many complain would not appear so great, 
neither would it be gaining. When competition is 
the keenest, merchants should “get busy and 
scratch.” 

On motion it was ordered that the convention pro- 
ceed to hold an executive session for members and 
all retail hardware and implement dealers, the pur- 
pose of the executive session being to consider and 
devise means to liquidate the indebtedness of the 
association. 

After some preliminary talk and explanation a 
motion was made and duly seconded that the sec- 
retary’s salary be stopped on Feb. 1, 1916, and not 
be reinstated until, in the opinion of the executive 
committee, circumstances will warrant. 

After considerable discussion the motion was 
called for and declared carried by a unanimous vote. 

The secretary at this time offered his services 
during the month of February, 1916, as a donation. 

A motion was made and duly seconded that a 
special committee of five be appointed to prepare a 
letter which is to be signed by the whole commit- 
tee and sent to members who are in arrears for 
dues, urging them to pay up and in this way pay 
off the indebtedness against the association, and 
that the committee have full power to act. After 
discussing the motion and fully explaining its ob- 
ject the question was declared carried unanimously. 

Pursuant to the foregoing motion the president 
appointed the following committee: Charles R. 
Archerd, chairman; F. E. Chambers, G. W. Griffin, 
B. S. Swengel, G. A. Ehlens, A. C. Hubbard and 
N. A. Bonn. 


Friday 


The secretary having notified W. E. Craven of his 
election to the presidency of the association and he 
being unable to serve, the election of president for 
the coming year was declared in order, and the 
nominations for the office of president were also 
declared in order. George T. Baldwin was duly 
elected president for the ensuing year. 

The special committee of seven, appointed to pre- 
pare a letter to delinquent members and consider the 
advisability of continuing the association, reported 
as follows: 

“In the opinion of the committee the dealers at 
this time are in greater need of this association 
than ever before, and the need of the association 
in the future will be greater, and that in the opin- 
ion of the committee the association should be con- 
tinued; in order to make it more effective the execu- 
tive committee should be increased to nine mem- 
bers and that the president and vice-president be 
ex-officio members of said committee and that if 
our report is concurred in and the executive com- 
mittee increased, we recommend that the executive 
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committee elect its own chairman, who with the 
committee shall have charge and control of the work 
of the association during the year; that the execu- 
tive committee hold a meeting every three months 
during the year, the time and place to be named by 
the chairman. The secretary, to report to the com- 
mittee of the work accomplished during the three 
months immediately preceding such meeting; that 
a membership committee over the territory be ap- 
pointed with allotted territory to each, which they 
are to canvass for members and look after the needs 
of association work during the year.” 

After discussing the motion that the report of the 
committee be indorsed and given full power to act 
the question was carried by a unanimous vote. 

No new secretary is to be appointed until results 
of the new membership committee’s campaign is 
indicated, as the association before it becomes fur- 
ther indebted must know where the money is com- 
ing from with which to pay the salary and ex- 
penses of the secretary in the future. If in the 
opinion of the executive committee, they feel justi- 
fied to continue the services of the secretary at a 
salary, to be empowered to do so. 

Among the resolutions passed were the following: 

“Whereas, There are now pending in Congress 
various meritorious measures deserving our in- 
dorsement and support, among these are the 
Stevens bill, which aims to protect the public 
against dishonest advertising and false pretenses 
in merchandising. Also a bill for the equalization 
of our postal rates, thereby making it possible to 
obtain one-cent letter postage, and we also believe 
it will be to the best interest of this country that 
a non-partisan tariff commission should be ap- 
pointed, thereby taking out of politics the tariff 
question. We believe that a non-partisan commis- 
sion is better able to adjust this matter more 
equitably to the whole country at large than can 
be accomplished in any other way, therefore be it 

“Resolved, That this association indorses the 
Stevens bill, and favors the equalization of the rates 
of postage charged by the Government on the vari- 
ous classes of mail matter, believing it equitable that 
each class of mail matter should pay its cost of 
service. We believe it wrong for this Government 
to subsidize the publications of newspapers and 
periodicals by giving them practically free delivery 
at the expense of first-class mail matter. We heartily 
favor one-cent letter postage. 

“Be it further resolved that we heartily favor 
and indorse a non-partisan tariff commission and 
request our senators and congressmen from the 
State of Oregon to support all of these measures 
and to use their influence to bring about the enact- 
ment of these measures by Congress. 

“During this convention some very able addresses 
were delivered to enlighten the dealers on some of 
the trade problems, which required careful re- 
search and preparation; these were enjoyed and 
furthermore will prove valuable to our business, 
therefore be it 

“Resolved, That we extend a vote of thanks to 
President Barber of the National Retail Hardware 
Association of Boston, Mass.; E. W. McCullough, 
secretary of the National Implement Association of 
Chicago, Ill.; William F. Woodard of the Woodard 
& Clarke Company; Edgar H. Sensenich, cashier 
of the Northwestern National Bank, and F. R. 
Leonard for their presence and able addresses. 

“Whereas, The abolishment of uniform retail 
prices on standard goods is directly in the interest 
of large aggregations of capital operating through 
systems of chain stores and mail-order houses 
which, whenever possible, have adopted the prac- 
tice of advertising articles of known merit and 
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established value at cut rates or below cost for the 
purpose of creating the impression that their entire 
stocks are bargains, and 

“Whereas, In this way the uninformed consum- 
ing public is attracted to buy large quantities of 
unknown goods at unwarranted cost, and 

“Whereas, It is in the public interest that dis- 
honest methods of doing business, injuring honest 
merchants and encouraging a monopoly in retailing 
should be prevented, and 

“Whereas, The business welfare of every mer- 
chant not in the control of said combinations of 
capital is threatened, and 

“Whereas, House Bill 13306, introduced in Con- 
gress by Representative Stevens of New Hamp- 
shire, is a measure that will protect the public and 
give independent merchants an opportunity to do 
business under legitimate conditions, therefore be it 

“Resolved, That the Oregon Retail Hardware and 
Implement Dealers’ Association heartily indorses 
the Stevens bill and requests the United States 
Senators from this State and the Congressmen from 
this State to favor that measure and use their in- 
fluence in having it enacted by Congress. 

“Resolved that the secretary be instructed to 
send a copy of these resolutions to the President of 
the United States, to each member of the Federal 
Trade Commission, to our members of the United 
States Senate and House of Representatives from 
this State, to the Governor of this State, and be it 
further 

“Resolved, That we commend the utterance of 
President Wilson at Philadelphia on Oct. 29, 1912, 
when defining his policy he said: ‘Safeguard 
American men against unfair competition, and they 
will take care of themselves. If you make the proc- 
ess by which small men are undersold in particu- 
lar markets criminal, if you penalize in the same 
way those discriminations by which retail dealers 
are punished, if they deal in the goods of anybody 
except the big manufacturers, if you see to it that 
the-raw materials are sold upon the same terms to 
everybody, if you see that the closed market for 
credit is opened up by a very different banking 
system, then you have freed America, and I for my 
part am willing to stop there and see who has the 
best brains’; and we pledge him our earnest sup- 
port in any effort he may make to enforce the prin- 
ciple of equal rights and equal opportunity to honest 
dealing with the consuming public.” 


Kansas City Concern Buys Chester 
Rubber Tire & Tube Company 


The Kansas City Tire & Rubber Corp., 1111 
Commerce Building, Kansas City, Mo., has acquired 
the property, plant and business of the Chester 
Rubber Tire & Tube Company of Chester, W. Va., 
including the raw material, finished and unfinished 
products, but not the accounts and bills outstanding. 
This corporation will continue the operation of this 
business in conjunction with a rubber tire factory 
which is now being built and equipped at Kansas 
City, where the general offices of this corporation 
are located. 

Philip Freshwater, former general manager of 
the Chester company, is interested in and actively 
associated with this corporation as third vice-presi- 
dent and assistant general manager. 


THE STRASBURG TAG & NOVELTY COMPANY, Stras- 
burg, Pa., has been incorporated with a capital stock 
of $10,000, by William G. Fritz, Elias Groff, Jr., Martin 
M. Keener, L. J. Bair and B. N. Trout, to manufacture 
novelties and machinery. 
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Difference of Opinion 


To the Editor: 


In your issue of Feb. 3, page 81, you printed the 
views of the New Jersey Wire Colth Company, re- 
lating to the comparative merits of bronze and 
copper screen cloths. 


I desire to place before your readers the facts 
in regard to the comparative merits of bronze and 
copper screen cloths as drawn from the experience 
of our company. 


All copper wire is drawn from furnace-cast wire 
bars. In order that these bars may have the proper 
set they contain a certain amount of copper sub- 
oxide mixed with the copper. This copper suboxide 
has proved one of the most serious impurities that 
copper can contain. You cannot get refined copper 
wire bars, however, that do not contain it. The 
microscope shows up the suboxide when the copper 
screen cloth is new; the weather shows it up in the 
shape of pitting as soon as the copper wire has 
been in place for a short time. On the other hand, 
bronze is an alloy, and the bronze used for the best 
grade of screen cloths, such as Pompeiian and 
Golden Bronze, manufactured by the Clinton Wire 
Cloth Company, is of such a character that no im- 
purities can exist. It is dense. It is a homogeneous 
structure. It is this when drawn. It is this 
through an indefinitely long period of use. As we 
have before stated, copper wire, even though 
drawn from the highest quality copper bars, is not 
homogeneous. 


In the article above referred to it is stated that 
“unalloyed copper will be found as durable through 
common gaseous or atmospheric conditions as any 
of the numerous alloys marketed under different 
trade names.” Many alloys may be cheapened to 
such an extent that as you state “unalloyed copper 
will be found as durable.” 


The electrolytic action that a piece of 90 per cent 
10 per cent bronze wire screen cloth could start 
within itself even under the worst atmospheric con- 
ditions is infinitesimal if not entirely non-existent. 
Such action has never been discovered in the many 
years that this class of bronze has been tested out. 


The Clinton Wire Cloth Company has been in 
business for sixty years and during that period has 
acquired all the learning that science and prac- 
tice could teach it as to the fitness of various 
metals and alloys for wire cloths to meet various 
conditions. Its laboratory experts know that copper 
screen cloth is an unsatisfactory screening material 
because science and practice tell them so; therefore, 
the company does not advise the public to use cop- 
per screen cloth. In lieu of copper, however, the 
Clinton Wire Cloth Company manufactures and ad- 
vises the use of Pompeiian and Golden Bronze 
Screen Cloth, because the experience of years has 
proved this kind of bronze to be superior to copper 
for this purpose. Further, the 90 per cent 10 per 
cent bronze is of such great tensile strength that 


‘it makes a screen cloth that does not stretch or sag, 


whereas copper stretches and bellies in the screen 
just from the force of the wind passing through it. 
The bronze wire in previous years has sold to aver- 
age 10 per cent more than copper wire. At present 
the difference is much greater than 10 per cent. 
This is an obvious reason why some manufacturers 
prefer to use copper. 


If you desire it, we will have our metallurgical 
experts prepare a technical article on this subject, 
though it seems hardly necessary as every technical 
library in the country contains full information 
verifying the writer’s statement of facts, and all the 
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best informed manufacturers, handlers and users 
of screen cloth know that my statements are cor- 
rect. 


Comparing bronze screen cloths made of wire as 
small as thread, with the enormous bronze castings 
made for the Catskill aqueduct opens up an inter- 
esting train of thought. With thousands of houses 
throughout the land screened for years with 90 per 
cent 10 per cent bronze wire doing its duty year in 
and year out without painting or renewing, why 
use aqueduct fittings of unknown mixture and dis- 
similar mode of manufacture to stiffen up the argu- 
ment? We will gladly furnish thousands of names 
of bronze screen cloth users whose statements can 
be taken. A good way to judge is by public de- 
mand. Copper screen cloth was tried, found want- 
ing, and its use is now very limited; bronze screen 
cloth was tried, found good, and for years the vol- 
ume of 90 per cent 10 per cent bronze wire man- 
ufactured and sold has increased by leaps and 
-bounds. 

Down on the Isthmus of Panama our Government 
has built a canal. Science made it possible of com- 
pletion. Doctors were the visible agents of science. 
They declared that human life must be protected 
against germ-carrying mosquitoes and flies. Now 
the Government investigates the fitness of materials 
to various uses before adopting any special material. 
The Government adopted bronze cloth exclusively 
for screening purposes in the Canal Zone. The Gov- 
ernment would have adopted copper exclusively if 
it had been better, but it was not—therefore, bronze 
wire screen cloth is considered superior to copper 
by the United States Government. 


Yours very truly, 
CHARLES F. FAIRBANKS,. Treasurer, 
Clinton Wire Cloth Company. 


J. D. Warren Mfg. Company An- 
nounces Lower Prices 


HE J. D. Warren Mfg. Company, with offices in 
the Masonic Temple, Chicago, and factory at 
Quincy, IIll., celebrated its twenty-fifth anniversary 
on Feb. 10. This was the occasion for the an- 
nouncement of a new schedule of prices covering 
both the “Standard” and the “Economical” line of 
hardware fixtures. 


While the previous record the company has estab- 
lished for manufacturing high-class fixtures will be 
maintained, it is now able because of improved 
manufacturing facilities to make this new price an- 
nouncement. 


A supplement to the “Economical” catalog line 
is ready for distribution to those interested as is 
the new price list on the “Standard” line, and these 
will be sent upon request. 


It can be said without exaggeration that this com- 
pany has been one of the big factors in the develop- 
ment of many of America’s hardware stores through 
the installation of its fixtures, which provide most 
acceptable methods for properly handling and dis- 
playing hardware merchandise. 


THE DEAN WIRE Goops COMPANY, Worcester, Mass., 
wire specialties, has been sold to Harry S. Tripp, Spen- 
cer, Mass., who will continue the business which was 
established 80 years ago. It is reported that the retir- 
ing owners, Phillips Vialle, Loren T. Baker and Harry 
Whittaker, will engage in the wire goods business in 
Worcester and may secure the factory of the National 
Mfg. Company, now in bankruptcy. 















Trade Conditions and Iron, Steel and Hardware Prices 





Local hardware jobbers report a very sat- 
isfactory condition in business. Prices are 
very strong, the demand for goods is 
heavy, and the outlook for the future all 
that can be desired. Traveling men are 
sending in orders, and in many cases are 
not disposed to give customers as many 
goods as they want, as the desire to specu- 
late is becoming more pronounced. Some 
hardware jobbers who had the foresight to 
see the way things are going, laid in as heavy 
stocks of goods as they could, and are now 
reaping very large profits. There is a good 
deal of complaint among hardware jobbers 
now over unsatisfactory deliveries from the 
mills, especially on contracts placed some 
time ago at prices that are much lower than 
are ruling now. Collections are reported 
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quite satisfactory, and just as soon as the 
spring trade opens up, which will be in a 
short time, it is a question whether the hard- 
ware jobbers and the retailers will be able to 
furnish goods as fast as customers will want 
them. 

There seems to be no end to the advance 
in prices on finished iron and steel products, 
and each successive advance is larger than 
the preceding one. The most recent advance 
in prices on finished iron and steel was $5 
per ton on plates, shapes and bars, which 
took the trade by complete surprise for two 
reasons, one because there had been an ad- 
vance only a few days before, and the other 
because of its size, $5 being the heaviest ad- 
vance in prices made at one time since the 
boom in the iron and steel trade started. 











Office of HARDWARE AGE, 
Pittsburgh, Feb. 29, 1916. 
HERE seems to be no end to the advance in prices 
on finished iron and steel products, and each suc- 
cessive advance is larger than the preceding one. The 
most recent advance in prices on finished iron and steel 
was $5 per ton on plates, shapes and bars, which took 
the trade by complete surprise for two reasons, one 
because there had been an advance only a few days be- 
fore, and the other because of its size, $5 being the 
heaviest advance in prices made at one time since the 
boom in the iron and steel trade started. The advance 
was made very quietly without any previous notice, 
as heretofore it has been the custom when an advance 
in prices was contemplated, to quietly notify the very 
large trade, and allow it a chance to cover before the 
advance went into effect. There has also been an ad- 
vance of $3 per ton in railroad spikes, a further ad- 
vance on nuts and bolts and rivets, and higher prices 
by at least $2 per ton on wire products are looked for 
by March 1. 

The most important and serious question that is be- 
fore the steel trade now is that of how much steel 
will be available in the last six months of this year 
for the consumers. It was estimated recently by a 
very large steel maker, that if things go on as they are 
now, buyers may not be able to get more than one- 
fourth of the amount of the material they will need in 
the last half of the year. The position of the producer 
for some time has been a puzzling one, and he might 
be said to be “between the devil and the deep sea.” 
The reason for this is that the producers of finished 
iron and steel are offered export orders at much higher 
prices than they can get from domestic consumers, in 
spite of the high level of prices ruling for home trade. 
The producer does not know how much export business 
to take on and take care, as he should, of his regular 
customers. In some cases it is known that producers 
have taken more export business than they should, to 
the detriment of the home consumer, who has not been 
able to get deliveries he wanted, or anything like the 
amount of material called for in his contracts. Of 
course the maker of iron and steel wants to gather all 
the hay he can while the sun is shining so brightly, and 
his natural tendency is to take as much export business 
as he can. There is no doubt but that the crest of high 
prices has not yet been reached. Buying by the rail- 
roads and shipyards is particularly heavy, and on 
plates there is an acute shortage in the supply, and 3c., 
Pittsburgh, is readily paid for sheared plates for de- 
livery in six weeks to three months from date of order. 

The export demand for steel rounds for shrapnel, and 
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also for wire, sheets, tin plate and other products, is 
abnormally heavy, but on some of these products local 
makers are not much interested, because they are filled 
so far ahead they cannot possibly take on any more 
orders. One inquiry from France is in the market for 
600,000 shells, that it is said will take over 100,000 tons 
of steel. This order has been offered to several Pitts- 
burgh mills, but they have turned it down, as they 
cannot possibly get the material out in the time wanted. 
Last week the United States Steel Corporation placed 
orders for two large ore vessels, making five in all, and 
will likely place an order for another in a short time. 
It is said that most of the prominent shipyards are 
filled up with orders to the middle of 1917, more than 
250 merchant vessels now being under contract in this 
country. Last week the plates, shapes and bars, 
amounting to nearly 15,000 tons, for four Lake boats, 
were placed largely with Pittsburgh mills. 

The railroads seem to be doing their full share to 
keep up the present abnormal activity in the steel 
trade. The Monon railroad has bought 7000 tons of 
steel rails, and the Central of Georgia, 10,000 tons. The 
New York Municipal Railways is in the market for 
13,000 tons of standard sections, and the Interurban 
Transit Company 3500 tons. The Cuban railway has 
bought 1500 cars, and 160 locomotives were placed last 
week, with over 400 still in the market. 

Perhaps the strongest feature in the situation de- 
veloped last week, when a very heavy buying movement 
in pig iron started, the American Rolling Mill Com- 
pany at Middletown, Ohio, buying 30,000 tons of basic 
iron, the Portsmouth Steel Company at Portsmouth, 
Ohio, buying 40,000 tons, a St. Louis concern bought 
15,000 tons and the Youngstown Iron & Steel Company, 
at Yougstown, Ohio, bought 20,000 tons of basic and 
5000 tons or more of forge iron. The United States 
Steel Corporation is still running short of pig iron, and 
last week started up its Niles blast furnace at Niles, 
Ohio, a small isolated stack that has not been active 
for some years. With the tremendous amount of new 
open-hearth capacity for making steel that is coming 
along, predictions are freely made that there will be 
a very serious shortage in the supply of pig iron this 
summer. It looks now as though prices on all kinds of 
pig iron are bound to show a sharp advance in a short 
time. It is known that quite a few blast furnaces are 
getting in bad shape, the linings being thin, and some 
of these will have to go out in the near future. Prices 
on both pig iron and scrap have been rather soft for 
some time, but there has been a buying movement in 
both, and higher prices are certain. 

There is a serious shortage in the supply of ferro- 
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manganese, and heavy sales have been made for de- 
livery in last half of the year at $150 per ton sea- 
board. For spot delivery as high as $225 a ton has 
been paid. A year ago at this time, ferromanganese 
was selling at less than $100 per ton, so that the ad- 
vance in prices has been $50 per ton, or more. 


Local hardware jobbers however report a very satis- 
factory condition in business. Prices are very strong, 
the demand for goods is heavy, and the outlook for the 
future all that can be desired. Traveling men are send- 
ing in orders, and in many cases, are not disposed to 
give customers as many goods as they want, as the 
desire to speculate is becoming more pronounced. Some 
hardware jobbers who had the foresight to see the way 
things are going, laid in as heavy stocks of goods as 
they could, and are now reaping very large profits. 
There is a good deal of complaint among hardware job- 
bers now over unsatisfactory deliveries from the mills, 
especially on contracts placed some time ago at prices 
that are much lower than are ruling now. Collections 
are reported quite satisfactory, and just as soon as 
the spring trade opens up, which will be in a short 
time, it is a question whether the hardware jobbers 
and the retailers will be able to furnish goods as fast 
as customers will want them. 


WIRE NAILs.—It is the general expectation that 
about March 1 there will be another advance of about 
$2 per ton on wire products, and it may be more. The 
last advance went into effect on Feb. 14, and the de- 
mand, instead of falling off, is heavier. The wire nail 
mills are sold up for some months ahead, and claim 
they are not taking on many new orders as they are 
giving nearly their entire attention to getting out 
goods already on their books. There are not enough 
wire nails to go around, and with the increase in con- 
sumption that is bound to come when the spring trade 
starts up, the shortage in the supply of wire nails will 
be more keenly felt than ever. Predictions are made 
that by July nails will be $3 a keg and possibly higher. 

We quote on new orders, wire nails in large lots to jobbers, 
$2.30 base; in carload lots to retailers, $2.35 base; less than 
carload lots, $2.40 to $2.45; galvanized nails, 1 in. and longer, 
$2.00 extra; shorter than 1 in., $2.50 extra. 

CuT NAits.—The demand is very heavy, and for the 
first time in some years there seems to be a shortage 
in the supply of cut nails. Prices are very strong and 
likely to be higher within a short time. 

We quote cut nails, $2.25 to $2.30 per keg in carloads and 
larger lots to jobbers; carloads to retailers, $2.35 to $2.40 
f.o.b. Pittsburgh, terms sixty days or 2 per cent off for cash 
in ten days, freight added to point of delivery. 

BARB WIRE.—Jobbers report they are getting very 
poor deliveries from the mills on their products, and 
this is due to the fact that all the wire mills are badly 
over-sold, and are not giving customers probably more 
than half of the amount called for in their contracts, 
if that much. The export demand continues very ac- 
tive, but local wire mills are not taking much export 
business, turning down inquiries nearly every day on 
which they cannot make prices and give deliveries 
wanted. We look for another advance in prices on 
barb wire on or before March 1. 

Prices quoted by the mills to the large trade only, on 
which shipment would probably not be made for three or 
four months, are as follows: Wire nails, $2.30; galvanized, 
1 in. and longer, taking an advance over this price of $2, and 
shorter than 1 in., $2.50; plain annealed wire, $2.15; galva- 
nized barb wire and fence staples, $3.15; painted barb wire, 
$2.45; polished fence staples, $2.45; cement coated nails, $2 
base, all f.o.b. Pittsburgh, with freight added to point of 
delivery, terms 60 days, net, less 2 per cent off for cash in 
1¢ days. Discounts on woven wire fencing are one point 
lower and are now quoted at 63% per cent off list for carload 
lots; 62% per cent for 1000-rod lots, and 611% per cent for 
small lots, f.o.b. Pittsburgh. 

FENCE WIRE.—The demand continues abnormally 
heavy, and all the mills are back in deliveries. When the 
spring trade opens up, and farmers commence to make 
improvements about their farms in the building of new 
fences, it is a question whether enough fence wire will 
be found to meet the demand. The export inquiries 
continue heavy, and local makers could take very much 
more foreign business in plain wire than they are now 
taking, if they could make the deliveries wanted. 


TIN PLATE.—AlIl the makers of tin plate have put 
their price to $4 per base box for bright plate, and it 
is said the market may be still higher. One large 
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maker states that fully 2,000,000 boxes or more of tin 
plate are yet to be bought for delivery in last half of 
this year, and that the buyers of this plate will have 
to pay the full $4 per base box. Export orders are 
very active, coming from India, Africa, France and 
South America. Nothing has yet been done on the 
export order of 360,000 boxes for Asia, but the belief 
is that if satisfactory arrangements can be made about 
deliveries, this business will come to this country. The 
tin plate mills are running to 100 per cent capacity 
when they can, but very often the supply of steel is 
short, and they have to slow down until sheet bars 
arrive. 

We quote 14 x 20 coke plates at $4 per base box, and 200- 
lb. base, common ternes, 8-lb. coating, at $6.90 to $7 per box. 

SHEETS.—Makers of sheets say they are being im- 
portuned by customers to take their orders for last 
half of the year delivery, prices to be fixed later. So 
far, the sheet mills are refusing to take orders for 
delivery in last half of this year, as they claim they 
do not know what their sheet bars will cost, and they 
are afraid to sell so far ahead. The demand for blue 
annealed and electrical sheets is enormously heavy, and 
all the mills are back in deliveries eight and ten weeks, 
or longer. Makers’ prices for mill shipment on sheets, 
of U. S. standard gage, in carload and larger lots, on 
which jobbers charge the usual advance for small lots 
from store, are as follows, f.o.b. Pittsburgh, terms 30 
days net, or 2 per cent cash discount in 10 days from 


date of invoice: 
Blue Annealed Sheets 


Cents per Ib. 
na i ee ital ta eae 2.60 to 2.75 
la co ld a eh ee ee 2.65 to 2.80 
A ee a ae We ok eel 2.70 to 2.85 
a nk ae ok ea eee 
I a te 2.85 to 3.00 


Above prices are for Bessemer stock. For open-hearth 
stock $2 per ton advance is charged. 


Box Annealed Sheets, Cold Rolled 


2 SR FR Se eee 
ee @ ole a bo a oo oe oe ee 
eS RR ee eerie ers 
SP MC a Ee a a ha aL 2.55 
Ne ns a ee aS iy a be a ee ea 
a a ei web ca ican ae eke 
REE RRR ae eT ees Mi ee Sea aie, A ee et ne er 2.75 


e io 
Above prices are for Bessemer stock. For open-hearth 
stock $2 per ton advance is charged. 


Galwanized Sheets of Black Sheet Gage 
1 11 


i i Thi. - 2 ed awd base bees Gee een .75 to 4.00 
Nn ns ae a ea ound ee 
OS es ee eres wee 3.85 to 4.10 
ER OE | a reer FT 
ae ie Om Wake eee 6 hed 4.10 to 4.35 
nT ge wae ebb eke eee 4.30 to 4.55 
a A ane de Bia mp wb ole 4.45 to 4.70 
RE to Sa ie 2 ek eee eae oN 4.60 to 4.85 
eine gt, oa oe ier ate 4.75 to 5.00 
dk ea ae a nal a Sas ee oS 4.90 to 5.15 
Above prices are for Bessemer stock. For open-hearth 


stock $2 per ton advance is charged. 


IRON AND STEEL Bars.—The absolute minimum price 
for steel bars for such deliveries as the mills can make, 
which will be in four to six months, is 2.25c., but actual 
prices ruling on current business range from 2.50c. to 
2.75¢c., and in some cases, small lots of steel bars for 
spot delivery from warehouse bring 3c. There never 
was a time in the history of the steel bar business when 
the mills were so congested with orders as they are at 
the present time. The demand for iron bars is also 
abnormally heavy, and a number of mills are filled up 
for several months ahead. It is very likely that prices 
on both iron and steel bars will go still higher, as the 
market on raw materials is steadily advancing. 

We quote steel bars at 2.25c. for delivery in third and 
fourth quarters, and 2.50c. to 2.75c. for delivery in four to 
five weeks. Prices from warehouse range from 2.75c. up, 
depending on quality. We quote refined iron bars at 2.40c. to 
2.50c. and railroad test bars at 2.60c. to 2.70c., f.o.b. mill, 
Pittsburgh. 

Nuts AND BoLts.—Prices on nuts and bolts continue 
to advance, and makers say the market will have to go 
still higher, as the supply of raw material is getting 
harder to obtain, and prices are going up right along. 
All the makers of nuts and bolts are sold up from four 
to six months, and are very much back in deliveries. 
Discounts now in effect, but for forward delivery only, 
are as follows: 

Machine bolts, h. p. nuts, % x 4 in., smaller and shorter, 
rolled, 65 and 10 per cent; smaller and shorter, cut, 65 and 
5 per cent; larger or longer, 50 and 20 per cent. 

Machine bolts, c. p. c. and t. nuts, % x 4 in., smaller and 
shorter, 60 and 10 per cent; larger or longer, 50 and 10 per 


cent. 
Common carriage bolts, % x 6 in., smaller and shorter, 
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rolled, 65 and 5 per cent; smaller and shorter, cut, 65 per 
cent; larger or longer, 50 and 15 per cent. 

Blank bolts, 50 and 20 per cent. Tap bolts, 30 per cent. 
Bolt ends, with h. p. nuts, 50 and 20 per cent; c. p. c. and t. 
nuts, 90 and 10 per cent. Stud bolts, rough, 45 per cent; lag 
screws, cone or gimlet point, 65, 10 and 5 per cent. 

Nuts, blank or tapped, h. p. square, 3.70c. lb. off; h. p. 
hexagon, 3.80c. lb. off; c. p. c. and t. square, 3.50c. Ib. off; 
hexagon, 4.25c. lb. off; c. p. semi-finished, hexagon, 75 and 
10 per cent Finished case hardened nuts, 75 per cent. 

WROUGHT PIPE.—The demand for iron and steel pipe 
is abnormally heavy, and the makers are getting very 
much behind in deliveries. The Philadelphia Company 
of this city, supplyers of natural gas, is in the market 
for 50 miles of 6-in. steel pipe for a gas line, and for 
12,000 couplings for it. The Ohio Fuel Supply Com- 
pany is also in the market for 50 miles of 6, 8 and 
10-in. pipe for a gas line for June and July shipment. 
Discounts now ruling on iron and steel pipe are very 
firmly held. The following are the jobbers’ carload 
discounts on the Pittsburgh basing card in effect from 
Feb. 15, 1916, on iron and steel black and galvanized 
pipe, all full weight: 

Butt Weld 





Steel ron 
ches Black Galv. | Inches Black Galv. 
%, %& and &.. 68 42%, | &% and &%....... 57 31 
DR Beare ee on ck we 72 551% on caw ae Re os 58 32 
8 eee 75 ee ere te ee: 62 42 
4 to 1% 65 47 
Be eentbweecewets 64 46 
Lap Weld 
ee eile me acer oak 72 56% 1y4 Ten eere fe oe ie 49 31 
ae Oe Mes so vies 74 5R 1, | De a% cin 6h eas 60 42 
 % eee 70 ef arr er 61 44 
|e Ye ee 601% eS. 8  * Sere 63 47 
PF tiditee ee aes x 58 . ‘i Maree: 63 47 
i (RRR ee pe 61 45 
Reamed and Drifted 
eS . Sa 73 57% 1 to 1%, butt.... 63 45 
Se ee Sy 70 541% 2, butt 6§2 44 
2% to 6, lap.... 72 561% 144, lap é 29 
1%, lap 40 
2, lap 42 
2% 45 








Office of HARDWARE AGE, 
New York, Feb. 26, 1916. 

ANUFACTURERS find orders are at flood tide, a 

Monday morning’s mail often requiring several 
hours to sort and properly distribute. Principals still 
have to labor with “shrewd” buyers who persist in 
ordering on the basis of former orders, given, say, last 
October, November or December, using the stock phrase 
“same as last.” Occasionally these documents get by, 
but usually the people responsible for orders lay them 
aside and write for confirmation on the basis of current 
price levels. Some of the customers have been singed 
so thoroughly because of market advances, while the 
correspondence was going on, that fewer chances are 
being taken. 

Where orders arrive without accompanying prices it 
is assumed that the market at time of receipt will be 
satisfactory, and orders are put through with minimum 
delay which often averages long at best. 

As spring approaches business men look for even 
greater demands by which to strengthen stocks and 
supply consumers. Then there is the buyer who, fully 
conversant with the situation and realizing that nothing 
better is possible, places orders for special lines that he 
feels he must have if possible, but is doubtful about get- 
ting. In such instances orders are given and accepted, 
with the understanding that they will be filled “as can” 
at fair prices when opportunity offers. Where the seller 
can be depended upon to handle the transaction fairly 
for both parties to it, that seems to be good practice. 

Sellers are scrutinizing orders with care and discrim- 
ination, so as not to be overloaded on lines where the 
maker is not well protected on material. Even when 
that phase of it is covered there is always the uncer- 
tainty of labor costs which is continually becoming 
more serious. This often involves both wages and a 
sufficiency of help, skilled and unskilled. Buyers, too, 
are endeavoring to place contracts to cover their re- 
quirements into next autumn, but such demands are 
often too uncertain to accept. 

In importation orders it sometimes happens that the 
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Buit Weld, extra strong, plain ends 








Kk, 4% and %.... 64 ) Se SASS 56 39 
ly, Sceetseceavets 69 5614 iy, coeeceoeeeeeece 61 47 
, ee me} Se 73 60% | &% to 1k....... 65 49 
D Bei anekiieees 74 61%, | 2 and 2%....... 65 49 
Lap Weld, extra strong, plain ends 

ERE pee Pee 70 5514 BA aaee ce ances 9 43 
2% a ER ee 72 dT % | i 6 608 6 os ae eier 62 45 
Sana Bas sac a 8 71 BGS 2 Bae BO Bic oe ce ss 64 48 
2 SREP 66 49% Oa Be Ganda cess 63 47 
Oe Be i xin Gare 61 44% ma A See? 56 40 

OOP Bie os cu bean 51 35 

Butt Weld, double extra strong, plain ends 
kd Ak tile Wak See 60 47% Rte an de omg e ee a1 36 
6 ft Fewer 63 50% . e BL -rerere 54 39 
fe | arr re 65 521% i By eee 55 40 
Lap Weld, double extra strong, plain ends 

Oe re 61 Cp 5 ee err ere re 52 36 
L ah eee er 63 501% SU WP 4. vc eKicws 54 41 
— S 2 Peer 62 49%, | 4% to 6........ 52 39 
F Qt s ai¢00s 56 39% | 7 to 8... eee 45 29 


To the large jobbing trade an additional 5 per cent Is 
allowed over the above discounts. a See cf 

The above discounts are subject to the usual variation in 
weight of 5 per cent. Prices for less than carloads are two 
(2) points lower basing (higher price) than the above dis- 
counts on black and three (3) points on galvanized. 


BoILER TUBES.—Discounts on less than carloads, f.o.b. 
Pittsburgh, freight to destination added, on lap-welded 
steel tubes, in effect from Jan. 14, 1916, and standard 
charcoal-iron tubes, effective from Jan. 20, 1916, are as 
follows: 


Lap Welded Steel Standard CUharcoat Fp 


BO Ps 6 chk oc weec dh enmas BM Be ccc sscécaces to 39 
1% and 3 in............-58 | 19% an@ 3 in....«..-- 42 to 43 
8 eres re Sa. eeeseceeeeee edd tO 40 
2% and 2% in...........58 | 2% and 2% in...... 46 to 47 
se” co ar 63 | 3 and 3% in........50to5l 
eS 2 ee rr 64 | 3% to 4% in........52to 53 
¥ " S t Ssepeponsgerrees ok yy eee 46 to 47 
5 OC Eb wd wcuwdénedn na 


Locomotive and steamship special charcoal grades bring 
higher prices. ‘ 

1% in., over 18 ft., and not exceeding 22 ft., 10 per cent 
net extra. 

2 in. and larger, over 22 ft., 10 per cent net extra. 





well posted hardware man says in effect, “I want the 
goods if they can be got, and leave the matter in your 
hands to do the best possible.” 

Where steel and other metals are involved the ma- 
jority of manufactured merchandise is considerably ad- 
vanced if material is a large factor. When labor 
is considerable and the value of material trifling, the 
market is more conservative, and in some articles the 
changes are either slight or none at all. The more 
sensible persons, manufacturers and tradesmen, are 
endeavoring to avoid anything partaking of boom con- 
ditions, because of violent reactions bound to come 
later. 


WIRE NaAILs.—Local! trade is fully as good as can be 
expected in mid-winter. Some merchants who would 
ordinarily take from store ten to fifteen kegs, now 
order enough for a truck load, doubtless to anticipate 
for a while prospective advances. The leading interest 
in wire nails is said to be worse off with regard to 
deliveries than two or three months ago and declines to 
promise shipments to anyone. 

Wire nails, in store, are $2.70 per keg base and carted by 
the jobber $2.75 base per keg. 

WIRE NAILs.—Effective from the close of business 
Feb. 29, the American Steel & Wire Company has ad- 
vanced wire nails $2 per ton in carload lots to jobbers, 
f.o.b. Pittsburgh. 


CuT NAILS.—One always well-informed merchant says 
that cut nails are becoming much scarcer and that manu- 
facturers in some instances are oversold. Stocks at the 
mill are reported as very low with no assortments to 
speak of. Exports are quite good whenever the nails 
can be obtained. Objection is made by buyers for for- 
eign account to the higher prices, but after cabling to 
principals the orders are generally confirmed at the 
new prices. 

Cut nails, ‘in store, are $2.70, and carted by. the jobber 
$2.75 base per keg. 

Rope.—Business in this commodity is described as 
booming, despite the cent a pound advance on Manila 
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hemp rope Feb. 11 previously quoted. An advance in 
tarred lath yarn, at the same time, of 144c. per pound 
was made. Medium tarred lath yarn had long been 
selling at %c. per pound under the base price of sisal 
rope of corresponding grade, so that with the advance 
that differential was wiped out, making tarred sisal 
goods now the same price as untarred sisal products of 
similar quality. Manufacturers claim that the former 
4%ec. lower differential worked out to the disadvantage 
of the maker, notwithstanding that the weight of tar 
used at a cost lower than fiber made something of a 
gain in their favor. Nevertheless, the extra manufac- 
turing operations in tarring the fiber offset the lower 
cost of tar, it is asserted, in comparison with the cost 
of raw hemp, while labor charges are advancing all the 
time. Fodder yarn was also advanced %c. base per 
pound from ic. lower on the base to but ‘%c. less. 
Fodder yarn is a low grade product commonly used for 
binding together fodder at the end of the corn harvest. 

Manila rope, first grade, from jobbers is 18c., second 
we 17c. and third grade 15c. base per lb. Sisal rope is 

2c. for first grade and 11%c. for second grade, base per Ib. 
from jobbers. 

WINDOW GLass.—The representative of a large house, 
speaking broadly, says they are up to the wall now, 
and that buyers wanting to place orders should look 
to some other country. The factories cannot commit 
themselves for any nearby shipping periods, and conse- 
quently are rather independent. Now it is the customer 
seeking sellers instead of distributors looking for buy- 
ers. There are those who have neglected to order in 
time, and with the lapse of a few weeks when their 
specifications have arrived have been refused by manu- 
facturers because they could not execute within a rea- 
sonable period. Factory managers have also been stiff 
regarding the acceptance of orders as to quality and 
sizes. A general further advance in window and pol- 
ished plate glass will not be looked on as surprising, 
although at this writing discounts are as they have 
been for a few weeks. The farsighted buyers have been 
endeavoring to get contracts placed to run throughout 
the entire year. Many of them would be content to 
contract at present prices without asking protection 
against declines. Polished plate glass now 90 to 90 and 
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10 per cent discount some think may go to 88 to 89 per 
_cent off. 


NAVAL STORES.—The market for naval stores is slow 
and there is continued lack of interest by manufacturers, 
who evidently are adequately covered for present re- 
quirements. Likewise foreign trade is curtailed, owing 
to scarcity of deep sea tonnage and the difficulty, gen- 
erally impossibility, of shipping to the Teuton Empires. 
The primary markets are dull, and notwithstanding 
light receipts there is considerable heaviness. 


Turpentine, in yard, is quoted 54c. per gal. with small 
sales usually. 

Rosins are dull and nominal, with a tendency toward 
concessions. 

Common to good strained, in yard, on the basis of 280 Ib. 
per DDI. is $5.50 and D grade is offered at the same price. 

CopPpeR.—The base on sheet copper was advanced 
Feb. 22 to 35c. per pound, and bare copper wire, for 
electrical purposes, car loads, mill shipments, to 304% @ 


31c. base per pound. 


LINSEED O1L.—The market for linseed oil is very firm. 
Eastern crushers claim that they cannot replace pre- 
viously bought stocks of seed to produce oil at less 
than 83c. to 84c. per gallon or thereabouts. Crushers 
are inclined to be conservative in business transactions 
until the seed market becomes steadier. While seed was 
1 to 2c. per bushel higher the third week in February 
than shortly after, the price fluctuated up and down, 
with the general tendency upward and usually quite 
higher after each decline. Oil cake, too, is most 
certain of all and lower prices for that mean higher 
prices for oil. 

Linseed oil, raw, city brands, is now 78c. for 5 or more bbl. 
and 79c. per gal. in less than 5 bbl 

State and Western oil is quoted at 77%c. in 5 or more 
bbi. and 77c. per gal. in carloads. Some crushers have taken 
themselves out of the market on carloads and decline to sell 
in more than 5 to 10 bbl. lots. 

WIRE FENCING.—Effective from the close of business 
Feb. 29, the American Steel & Wire Company has ad- 
vanced woven wire fencing two points on the discounts, 
or from 63% to 61% per cent carload lots, f.o.b. Pitts- 
burgh to fence agents. 

On some of the finer finishes there has been an ad- 
vance of approximately from $4 to $5 per ton, accord- 
ing to the grade of product. 


CLEVELAND 


Office of HARDWARE AGE, 
Cleveland, Ohio, Feb. 29, 1916. 
gerne ESS conditions were discussed at some length 
during the annual meeting of the Ohio Hardware 
Association held in Cleveland last week, and the con- 
sensus of opinion was that everything looks favorable 
for a very heavy volume of business during the present 
year. It was brought out at the same meeting that re- 
tailers generally have not kept pace with price ad- 
vances made by manufacturers and jobbers. The vol- 
ume of business in wholesale hardware lines is reported 
very satisfactory. Dealers are buying freely for fu- 
ture delivery in spite of the high prices, apparently 
realizing that there is little probability of lower prices 
for some time and that further advances are very 
probable. 
The local retail market is a little quiet at present 
but no more so than is usual in this between-season 


Obituary 


WILLIAM C, STEWART, Cleveland, Ohio, president and 
general manager of the American Enameling & Stamp- 
ing Company, Bellaire and Massillon, Ohio, died in a 
hospital in North Wheeling from injuries received in a 
collision between a trolley car and train while making 
a trip from Wheeling to Bellaire. He was in his sixty- 
fourth year, and is survived by a widow and five chil- 
dren. 

CALEB CONGDON, for more than sixty-five years in the 
hardware business, died recently at his home in Provi- 
dence, R. I., of pneumonia. Until he retired eight years 


period. The important feature of the market is the 
further advance in prices of most steel products. Ware- 
house prices on steel bars and structural material have 
been advanced to 3c., plates to 3.15c., bar iron to 2.95c., 
hoops to 3.50c., and shafting to the list price. Rivet 
prices have been advanced to 3c., Pittsburgh, for struc- 
tural and 3.10c. for boiler rivets for carload lots for 
prompt shipment. Small lots are about 10c. higher. 
Bolts and nuts have been advanced 10 per cent and the 
demand is very heavy. Manufacturers are placing 
contracts for their last half requirements. Prices on 
sheets.and wire products from jobbers stocks have been 
advanced because of higher mill prices. We quote prices 
as follows: 


Black sheets, 2.75c. for No. 28 in carload lots for mill 
shipment; 3c. from warehouse; galvanized sheet, 5c. for No. 
28 for carload lots for mill shipment; 5.25c. out of stock; 
wire nails 2.30c. for carload lots for mill shipment; 2.60c. 
out of stock: gaivanized barb wire, 3.15c. for carload lots 
for mill shipment: 3.45c¢. out of stock. 


ago, he had been proprietor of W. Congdon & Sons, 5 
Steeple Street. The business was started in 1815 by 
Mr. Congdon’s great-grandfather, Joseph Congdon, and 
is now carried on by Welcome and Edward S. Congdon. 

EDWIN A. KENT, a hardware dealer of Denver, Col., 
for the past twenty-five years, and founder of the Kent 
Mfg. Company, died recently. He was born in Akron, 
Ohio, sixty-eight years ago, and for many years was a 
member of Paige Bros. and Kent, which was later 
merged with the Hardware and Supply Company of 
Akron. He is survived by two sons. 

JOHN COOPER, a retired hardware man of Bucyrus, 
Ohio, died recently in his seventy-fourth year. 
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“IF YOU HAVE 
TWO LOAVES 
SELL ONE ANnpD 
BUY A LIie. 


| Money for itself alone is not all in life. \! 
When you can afford it -- get some of 
the finer, higher things out of living. 
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There are many j unk dealers who are making 


| 


more money than hardware men. Yet your 


| 


standing in your community as a hardware mer- 


chant is worth the difference to you. 


Other things equal, thiewe is satisfaction and pleasure in the 
knowledge that you are handling the best. But other things 


are not equal. 


Your reputation for quality brings you additional business. You secure 


larger profits from quality goods. 


When you buy the lily you get back your second loaf. 
W hen you sell Stanley's products you not only add to the satisfaction 
and pleasure of your work and to your personal position -- you increase 


the value and profit of your builders hardware business. 
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Thompson Adjustable 
Sprinkler Head 
The Thompson Mfg. Company, 


Eighth Street and Santa Fe Avenue, 
Los Angeles, Cal., manufactures the 

















Thompson adjustable sprinkler head show- 
ing two views of brass core 


Thompson adjustable sprinkler head 
for use with permanent lawn sprinkler 
systems. 

When this sprinkler head is used 
pipes are laid under the ground, con- 
nections are made at various points 
and sprinkler heads attached so that 
they come flush with the surface of 
the lawn. 

The sprinkler head is made of brass 
and zinc entirely. The sprinkler body 
is a die casting made of pure zinc, the 
company claims, and the core is made 
of brass, die formed and accurate in 
every detail. The brass core is 
threaded to fit into the zinc sprinkler 
body and can be adjusted with a 
special wrench to allow any amount of 
water to pass through that is desired. 

By using a permanent system of 
this kind, properly installed, the com- 
pany states the water is distributed 
with a minimum expenditure of time 
and energy and very uniformly. 


Safety Line Extension 


The Safety Line Extension Com- 
pany, Livingston Manor, N. Y., manu- 
factures the Safety line extension, 
which is a device for hanging clothes 
on an outside line from inside the 
house. 

This device is equipped with a 
swinging arm, which is drawn into the 





Safety line extension showing arm drawn 
into the room 


room, and which brings the line with 
it, enabling the clothes to be hung 
on the line from indoors. When not 


Products Being Placed on the Market 
by Hardware Manufacturers 


in use the arm is pushed out and the 
window closed. This device is so con- 
structed that the line does not tighten 
or slacken when the arm is drawn in 
or pushed out. 

The company states that this de- 
vice is galvanized, so that it will not 
rust and that it is easy to operate 
and can be put up in a few minutes 
on any window. 

The Safety line extension retails for 


$3. 


“Perfection” Kerosene 
Burning Water Heater 


The Cleveland Foundry Company, 
Cleveland, Ohio, has recently put on 
the market a one-burner model of the 
new “Perfection” water heater. 

It is compact, light in weight and 
very efficient, it is claimed. It is 
equipped with a new patented revers- 
ible glass reservoir, which makes the 

















New “Perfection” one-burner water 
heater 


refilling very simple. It is almost im- 
possible for oil to drip upon the floor. 

A patented copper coil forms the 
heating unit which is enclosed in an 
asbestos lined sheet-metal jacket. 

Although not quite as powerful as 
the three-burner type, these heaters, 
it is stated, will produce most satis- 
factory results. With the flame 
turned high sufficient hot water can 
be secured for a bath in 30 min. The 
heater may be started with a high 
flame in the morning, and after 2 
hrs., turned low and left at this point 
all day, with the result that a good 
supply of hot water is available at 
all times for all of the general house- 
hold uses. The heater can be quickly 
and easily connected to a tank by any 
plumber. 


96 


New Lantern Slide 


The New Standard Hardware 
Works, Mt. Joy, Pa., manufacturer of 
the New Standard sanitary food and 
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Lantern slide furnished to dealers by New 
Standard Hardware Works 


meat choppers, recently announced 
that they were ready to furnish their 
customers, without charge, with a lan- 
tern slide of the New Standard sani- 
tary food chopper. 

This slide illustrates in colors the 
use of the chopper and what it will 
cut. One of the pictures shows the 
chopper in open position ready for 
cleaning, and the reading matter calls 
attention to the ease of opening and 
cleaning. 


Brass Letters and Figures 


H. W. Knight & Son, Seneca Falls, 
N. Y., make a specialty of brass let- 
ters and figures for use in cement 
walks. These figures are made flat 
Roman and Gothic types and are cast 
with spurs in the back to hold them 
permanently when imbedded in ce- 
ment walks. They may be used in this 
way in the making of attractive signs 
in front of business places or resi- 
dences, or they can be set in curb 
blocks and used for the names of 
streets. 

These letters can also be furnished 
reversed for making impressions in 
soft cement, curb blocks, cemetery 
posts, dating building blocks, ete. Hol- 
low dies can be made to order by this 
company for use for the same purpose. 

This company also makes an adjust- 

















Example of work done with hollow die 
made by H. W. Knight € Son 
able name stamp or device for stamp- 
ing any name, address, date or num- 
ber. It consists of letters and figures 
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Wire Fence 


Stretchers 



















When You Sell the 
Wire Fencing 


ask your customer how he is 
going to stretch the wire fence 
he is buying of you. 








Nine times out of ten he will 
need and you can 


Sell 
R-W Wire Fence 
Stretchers 


we. Their use won't end with the fence 
stretching job, as most R-W Fence 
mys Stretchers can be used as a hoist for 
a en any lifting job on the farm. 





























No. 731—R-W Dragon Fence Stretcher and Hoist 
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cast separately on plates with flanges 
on top and bottom that slide into a 
holder which holds them firmly in 
place. A change of letters can easily 
and quickly be made. This stamp is 
intended for cement sidewalks, etc. 


Advance Combination 
Pumpless Gasoline Torch 


The Advance Too! Mfg. Company, 
149 Church Street, New York City, is 
just putting on the market the Ad- 
vance combination pumpless gasoline 
torch, paint burner and self-heating 
soldering copper having several dis- 
tinctive features. The reservoir cylin- 
inder; 84%°x'4 in., of little more than 
1 pt? capacity, is a solid aluminum 
éasting “with no joints, therefore 
strong and light. The torch without 


Pattachments is 13% in. long over all, 
-having a black enameled wood handle, 


also a circular wood handle to regu- 


: late the valve which controls the gaso- 
‘line feed and intensity of the flame. 


Fitted with the soldering copper at- 
tachment the extreme length is 18 in., 
and with the brass, wide mouth, paint 
burner attachment to better spread 
the flame, the overall length is 14% 
in. 
Underneath the outlet there is a 
priming cup to hold a tablespoonful 
of gasoline, the burning of which soon 
heats the base of the burner sufficient- 
ly to vaporize the fuel which feeds the 
flame. There is no pump attachment 
for pressure, therefore that much less 
to get out of order. The reservoir 
may be filled by removing a threaded 
brass plug, which makes a tight joint 
with the metal seat without the use of 
a washer. The torch will work in any 
position, at any angle, right side up or 
inverted, according to the character of 
the work and the difficulty of reaching 
it. 


Endura Sheet Packing 


The Endura Mfg. Company, Sixty- 
third Street and Eastwick Avenue, 
Philadelphia, Pa., manufactures En- 
dura sheet packing, which is a black 
sheet made entirely of vegetable fiber 
chemically treated. It is claimed by 
the manufacturer that this packing 
neither softens nor rots under the 
most exceptional conditions. It has 
also very great tensile strength and 
will withstand a heavy pressure with- 
out being squeezed out. It is claimed 
that it can be cut easily and makes 
perfect joints, and is light in weight 
but very tough. 

This product is not recommended 
for steam use nor for conditions where 
intense dry heat is encountered, yet as 
a gasket material for use where it 
will come in contact with hot or cold 
water, crude oil, gasoline, cold tar, 
etc., it is claimed to be very efficient. 

Endura sheet packing is sold in rolls 
41 in. wide and 1/64 in. and 1/32 in. in 
thickness and in sheets 41 x 41 in., 
1/16 in. and % in thick. Other sizes 
and thicknesses can be furnished to 
order. In connection with this prod- 
uct the company puts out a little fold- 
er called “A Valuable Chart for the 
Car Builder or Owner,” showing when 
and where not to use Endura packing. 


Hardware Age 


























Advance combination pumpless gasoline torch, paint burner and self-heating soldering 
cop per 


Quick-Acting fF oot-Lever 
Machinist Vise 


Fisher & Norris, Trenton, N. J., 
have brought out a quick-acting vise 
operated entirely by foot power. This 
vise enables both hands to be used 
freely in lifting and inserting work in 
the vise, it being emphasized that the 
mechanic can, in practically every 
case, handle heavy work by himself 
which is not always the case where the 
work has to be tightened by hand 
after being placed in the vise. 

The vise consists of a standard 
bench vise equipped with a pedal at- 
tachment which provides the move- 
ment for the jaw required to clamp 
the work. A push forward with the 
left foot on the lever pedal on that 





ye 














A vise designed for many classes of Ma- 
chinist’s work equipped with a foot ‘ever 


side of the standard transmits the 
motion to the front jaw for gripping 
the work. When it is desired to re- 
lease the work and leave the front 
jaw free to travel, this is secured by 
pushing on the right lever with the 
right foot as far as it will go. In 
addition to this easy method of opera- 
tion it is emphasized that the grip is 
strong. 

Five sizes of machinists’ vise are 


equipped in this way with jaws rang- 
ing from 2% to 6% in. in width and 
a jaw opening of from 3 tollin. A 
special vise for use by woodworkers 
for pieces less than 4% in. wide and 
9 in. in length is also equipped in this 
way. The vise can be used with any 
bench, the length of the standard 
being varied to suit conditions. 


New Kingfisher Products 


Among the new goods for 1916 an- 
nounced by E. J. Martin Sons, Rock- 
ville, Conn., manufacturers of King- 
fisher fishing tackle, is an assortment 
of enamel fish lines. These assort- 
ments are made up of 25-yd. coils of 
enamel lines exclusively, and each coil 
is put up in a transparent envelope 
and packed 1 doz. eoils in a box. The 
assortment of sizes runs from Size I 
to Size E in several different patterns 
and colors. Each envelope is plainly 
marked with the size. 

Another addition is the Kingfisher 
casting assortment. These lines are 
all regular Kingfisher lines under the 
standard label, but are put on 25-yd. 
spools instead of the regular 50-yd. 
spool and are put out in three styles, 
light, medium and heavy. Each as- 
sortment contains six spools, hand- 
somely labeled and boxed. 


New 100 Target Package 


E. I. du Pont de Nemours & Co., 
Wilmington, Del., announced recently 
that, because many of the users of the 
du Pont hand trap complained because 
they experienced considerable trouble 
in getting targets in less quantities 
than 500, they have made arrange- 
ments whereby one of the largest man- 
ufacturers has already begun to pack 
targets 100 to the keg, and it is 
claimed that other manufacturers will 
doubtless follow his example. 

Formerly it was necessary to buy 
targets in cumbersome barrels of 500. 
These were extremely hard to carry 
around. The new package can be 
easily carried in an automobile or car- 
riage. 


Gendron Bicycle Catalog 


The Gendron Wheel Company, To- 
ledo, Ohio, has recently put out a new 
catalog of bicycles for 1916. This 
book shows a complete line of up-to- 
date models of bicycles, including sev- 
eral especially built for heavy delivery 
service. 
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E. must concentrate on the Irwin line in 
order to save money by not having to 
stock tag ends of miscellaneous makes of 
augers and bits—in order to satisfy 
every customer's needs from the com- 
plete Irwin line of wood-boring tools. 


The Hardware dealer knows that the ability of his clerks to master the 
one line and talk it intelligently—instead of limping along with a smat- 
tering about several brands—reduces one of the greatest items of expense 
in selling auger bits. 


He knows that the Irwin factory does not leave him to fight the fight 
alone but that it supports his efforts by continuous advertising and more 
especially by maintaining an unvaried quality in its tools. 


Send for catalogue No. 10, just issued, which contains some illustrated 
explanations about auger-bits that every salesman should know. 


The Irwin Auger Bit Co. 
Wilmington, Ohio, U. S.A. 
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Big Money in Gasoline, Lubricating Oils, Paint Oils, etc. 


THE WAYMC WAY 


FIRST a Wayne Curb Pump and underground tank for gasoline sales to motorists. 
For instance the 


Wayne Monarch 


5-gallon pump 


Fastest pump in existence—5- 
gallons in 15 seconds; 20 gallons 
a minute! 

Only pump that requires no 
backward strokes! 

Also the biggest, most com- 
manding pump on the market. 

Then for /nside your store: 

We provide Wayne Systems for 
storing and pumping 


Kerosene Harvester Oil 
Motor Oils Paint Oils 
Varnishes 


Singly or in batteries (see cut) with storage on the store floor, or in the basement. 
Get into the oil business right if you want to make money out of it. 


Wayne Systems reduce fire risk and put an end to the evaporation and drying losses 
that take ail the profit out of handling oils the old, dirty, dangerous, wasteful way. 


Write for our Bulletins. 


WAYNE OIL TANK & PUMP CO. 


13 Canal Street Ft. Wayne, Ind. 
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The Curry Champion Fly 
Trap 


The Curry Champion Fly Trap 
Company, Douglas, Ariz., has put on 
the market the Curry champion fly 





Curry Champion fly trap 


trap, which embodies, it is claimed, a 
new principle in the catching of flies. 

This trap is made of all metal of 30- 
gage galvanized sheet steel and of 12- 
mesh: galvanized wire cloth. The 
standard size is a 22 x 22 in. square 
base. The small inner triangular 
piece is of the same angle as the out- 
side triangle, so that the sides are 
parallel. There is an open space at 
the bottom of this small triangle 
which is about one-fifth of the total 
width of the base and through which 
the flies pass through a smaller open- 
ing at the top of it into the trap. The 
trap is supported on four legs, one on 
each corner, which holds the bottom 
edge of the border about 1% in. from 
the ground, leaving this space clear 
for the flies to pass under freely. 

The light shines down through the 
opening in the bottom of the trap. The 
bait is placed in this light. The flies 
come under the trap to feed on the 
bait and when ready to fly away 
again go in the direction of the strong- 
est light, which comes down through 
the hole in the bottom of the trap. In 
this way they are led by the light into 
the trap. 


The Dillon Combination 
Hoist and Fence Stretcher 


The Northwestern Barb Wire Com- 
pany, Sterling, Ill., has recently made 
some improvements in the Dillon com- 
bination hoist and fence stretcher. 

The company states that as a fence 

















Dillon combination hoist and fence 
stretcher shown in horizontal position 


stretcher it has a pulling capacity of 
5000 Ib., which enables it to pull 80 


rods of fence at the same time. As 
a hoist, it is claimed, this tool can be 


used to take the place of a block and 
tackle and is useful for pulling pipe 
out of wells, pulling up stumps, lift- 
ing wagon boxes, skinning a beef and 
for moving safes-and machines. 

Although this machine is power- 
fully constructed, it is still essentially 
a one-man tool. It is simple to 
handle. It weighs only 47 lb. and has 
8% ft. of the best 5/16 proof-tested 
chain. It is made of very good qual- 
ity malleable iron castings. 

One of the features to which the 
company calls special attention is the 
corrugated hardwood clamp which 
prevents the fence slipping or buck- 
ling. 


“Uniq’ Combination Valve 
Tool 


The C. Spiro Mfg. Company, 68-72 
East 13lst Street, New York City, 
manufactures the “Uniq” combina- 
tion valve tool for Ford engines, 
which the company states can be used 
to ream the valve seat, face the valve 
and grind in the valve and seat. 

The company states that in order 
to eliminate loss of power in running 
a Ford car, it is not sufficient to 
merely grind the valves without re- 
seating and facing them. The valve 























“Uniq” valve tool shown grinding valve 
in seat 


and seat must be cut at the same an- 
gle before grinding can do any real 
good, and the “Uniq” tool, the com- 
pany claims, does all these operations 
quickly and easily and puts the valve 
in as perfect condition as when new. 

The cutters are made of the finest 
tool steel, carefully hardened and 
tempered and will last the life of the 
car, it is claimed. 

The construction of this device is 
such that a full turn of the reamer is 
made by a quarter turn of the handle 
which makes it possible, it is pointed 
out, to reseat without trouble the 
eighth valve, which is located under 
the dashboard. The price of the 
“Uniq” valve tool is $1.50. 


Keystone Catalog 


The Keystone Mfg. Company, Buf- 
falo, N. Y., for which Surpless, Dunn 
& Co., New York and Chicago, are di- 
rect sales representatives, has issued 
a new catalog of Keystone, Monarch, 
Westcott and Giant tools. This cata- 
log describes ratches, socket wrenches, 
tap wrenches, Westcott adjustable 
“S” wrenches, taper sleeves, steel 
sockets, drilling posts, etc. 
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Rixson Friction Stay 


The Oscar C. Rixson Company, 501 
South Jefferson Street, Chicago, IIl., 
manufactures the Rixson friction stay 
which can be used for doors, hinged 
windows and transoms. By the use 





Rixson friction stay for doors, windows 
and transoms 

of this device the door, window or 

transom can be opened to any point de- 

sired, and it permits the door to be 

opened entirely back to the wall. 

It is designed on the principle of a 
multiple-dise-clutch and has six fric- 
tion surfaces 1 in. in diameter. The 
desired friction is had by adjusting 
the hexagon headed bolt and wear is 
taken up by a spring washer under 
the head of this bolt. 


Barcalo Tool Catalog 


The Barcalo Mfg. Company, Buf- 
falo, N. Y., has recently issued a new 
catalog, No. 15, of Barcalo wrenches, 
pliers and emery grinders. This cata- 
log is printed on very good quality 
paper and illustrated with fine half- 
tone engravings. It contains 46 
pages. 


“Perfection” Detachable 
Screen Door Hinge 


-The Harsh-Miller Company, Wa- 
bash, Ind., has recently announced a 
new detachable screen door hinge 
called the “Perfection.” This hinge is 
made in two pieces, one piece of which 
is equipped with a spring and is 
screwed on the door and the other is 
fastened to the door casing. As shown 
in the illustration, a tongue fits into 
a groove on that part of the hinge 
which is on the casing. It is unneces- 
sary when taking the doors down to 
remove any of the screws, which pre- 
vents the door from becoming marred 
by screw holes. 
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“Perfection” detachable screen door hinge 


These hinges are also packed in in- 
dividual sets complete and in sets 
containing hinges, handles, screws and 
special Wabash screen door catch. 
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Building a Tire Trade on Bed-Rock 


Hardware Merchants know that only satisfied cus- 

tomers are profitable. Profit in Tires lies in repeat 

sales and quick turn-overs. Here is the solid founda- 
tion beneath the General Tire which is Business In- 
surance to the Hardwareman with the “General” 

Agency. 

The Staff—All department-heads, without excep- 
tion, bring first-hand knowledge gained 
from practical experience in the same posi- 
tions with world-famous tires. 


Tire Plant—Built by nationally-known engineers, 
the daylight plant embodies only new 
equipment—each machine the latest de- 
velopment in tire science. Not a dollar has 
been spared to make this plant admittedly 

the model of the tire industry. 

Agency Plan—To recognize that our success rests on 

the success of our dealers—to help each 

dealer OWN his OWN business—to put 
our own shoulders to the dealer's wheel— 
our plan builds your business bigger every 
year. 

























Write Tire Agency Department For Agency Proposition 


The General Tire & Rubber Co., Akron, O. 


The former Western Tire and Rubber Company, America’s largest tire 
accessory makers (“‘K-C”’ Line) is now a department of this Company. 
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Improvement in Goodyear 
Tires 


The Goodyear Tire & Rubber Com- 
pany, Akron, Ohio, has recently an- 
nounced an improvement in its new 
30 x 3% automobile tires for Ford 


cars. 


The company states that the new 
tire is considerably larger than the 
old one, having about 30 per cent more 


air capacity. The walls have been 


greatly strengthened and more rubber 


put in the tread, it is claimed, and a 
chaffing strip added just about the 
bead to prevent breaking there. 

The accompanying illustration 
shows sections from the new and old 

















Cross-sections of new and old Goodyear 
tires for Ford cars 


tire. The front section is that of the 
former tire and the one behind it 
shows the size of the new product. 


Staude Glare Stopper 


The E. G. Staude Mfg. Company, 
2675 West University Avenue, St. 
Paul, Minn., has put on the market the 
Staude glare stopper, which is a heavy, 
clear, amber-colored crystal - lens 
glass, 6% in. diameter, that dissects 
the light rays, it is claimed, and pre- 
vents the glare from reaching the eyes 


of the driver. The special glass of the 


Staude glare stopper modifies the 
glare of an approaching headlight to 
a soft glow. The entire road can be 

















Staude glare stopper 


seen ahead with perfect ease, it is 
claimed, which prevents danger of ac- 
cident resulting from driving ahead 
with the eyes blinded from oncoming 
headlights. It is equipped with a 
nickel-plated clamp that will fit, it is 
claimed, on the windshield of any 
make of car. 


“James” Tire Pumps, Grease 
and Oil Guns 


The Metal Stamping Company, 
Thirteenth and Fourteenth Streets, 
Boulevard, Long Island City, N. Y., is 
the distributor for the James automo- 
bile tire pumps, grease and oil guns. 

The James automobile improved No. 
1 tire pump is equipped with folding 
malleable iron stirrups or foot rests. 

The cylinder is of special heavy 
gage brass tubing with cap and base 
of heavy brass castings and a long 
collar on the upper cap to insure a 
good guide for the plunger rod. The 
malleable iron stirrups or foot rests 
are double acting on the ratchet prin- 
ciple. By pressing either one they fold 
up so that they are parallel with the 
barrel on each side. 

The pump is equipped with 8 ft. of 
the best grade hose, it is claimed, and 
a patented tire connection which can 
be slipped over the tire valve instant- 
ly. It is furnished with an improved 
positive check valve and sells equipped 
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with a pressure gage for $5.50, or 
without the pressure gage for $4.50. 

The “James” special tire pump No. 
2 is a single-acting tire pump espe- 
cially adapted for service on small 
tires. 

The plunger is described as being 
made of Bessemer steel and equipped 
with oak-tanned leather cup washers. 
The barrel is of heavy brass tubing 
18 in. long and 1% in. in diameter, 
screwed into a foot piece of heavy 
gray iron casting, on the inside of 
which is a ball-check valve. The 
pump is fitted with a strong rubber 
hose and connection to screw on the 
valve. This pump retails at $1.50. 

The “James” combination Al brass 























Above at the right, “James” No. 1 pump; 

center, “James” No. 2 pump; at the left, 

“James” oil gun; below “James” cut 
grease gun 


quick-acting grease and oil gun has a 
cylinder made of heavy seamless brass 
tubing, fitted with a bronze cast cap 
at both ends. The spindle can be 
operated quickly to insure quick pres- 
sure on the grease when using the 
grease gun, or can be turned slowly 
so that a small quantity of grease can 
be forced out as required. Two spouts 
are furnished with this gun. It is 
made in 6, 8, 10 and 16-oz. capacity. 
The retail prices for the various sizes 
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Fisk Tires 
Add Profits 
— But No Overhead 


Your own customers now on your books 
are tire customers. Hold their tire 
business for yourself. Add a profitable 
line without increasing your overhead. 


Your original investment is not great. Tires 
take little room and the turn-over is much oftener 
than in many other lines. We know hardware 
dealers who turn their tire capital from 5 to 
17 times annually. 


*We know hardware dealers who have in- 
creased their sales 100%, 200% and 300% in 
three years. 


There was never a time when Fisk Tires 
meant more to the dealer and to the user. 
The impetus of unusual business energy, 
increased output, a big advertising cam- 

’ paign and a demand which has been con- 
stantly increasing for 17 years, will be 
felt wherever tires are sold. 


Fisk Grey Non-Skid prices are still less 
than the Plain Tread prices of many other 
standard makes. That is an advantage 
to you at the outset. 

100 Branch Houses, scattered 
throughout the United States, 
offer the opportunity for ever 


dealer todo business direct, wit 
TheFisk RubberCompany ofN.Y. 


Fisk Tires are your opportu- 
nity to add profit and increase 
the volume of your sales. 


If interested, write at “< 
once to Dept. H, for the Time 
Fisk Dealer Plan. (Buy Fisk) 


THE Fisk RuspBER COMPANY 
of N. Y. 


Chicopee Falls Massachusetts 
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are respectively $2.40, $2.80, $3.00 and 
$3.75. 

The “James” oil gun is described 
as a strong and durable oil pump 
made entirely of heavy brass in two 
sizes—Nos. 1 and 2. The former, 
which has a barrel of 11% x 1% in., 
retails for $1, and the latter, with a 
barrel 7% x 1% in., retails for 60c. 


Townsend Grease Gun 


S. P. Townsend & Co., Orange, 
N. J., has recently placed on the mar- 


ket the Townsend refillable grease 


gun, which is made of two brass 
tubes, extra thick, telescoped together 
and secured by a cap and funnel. A 
screw % in. in diameter is journalled 
in the rear end of the inner tube with 
a handle fitted on its outward end. 
This screw has fitted to it a piston 
with a lip which exactly fills the open- 
ing in the inner cylinder. This lip 
prevents the piston from turning, and 
the grease from coming over the rear 
of the piston. When the handle is 
turned the screw revolves and the pis- 
ton travels along the tube, pushing 
the grease before it. There is an 
opening in the side of this gun which 
permits of rapid, clean and easy fill- 
ing. 

The 5-in. handle and the quadruple 
screw give the operator great power, 
it is claimed, and make the gun very 
rapid in its action. It is stated that 
a pound of grease can be discharged 
in 15 seconds. 

The further claim is made by the 
manufacturer of this gun that any 
part of the automobile that needs 




















Townsend grease gun. Upper cut shows 
method of filling; center the way to take 
the gun apart; lower, method of operation 


grease can be reached with this de- 
vice without soiling the hands. 

This gun is made in four sizes. The 
1-lb. size retails for $5, 12-o0z. for $4, 
8-oz. for $3.50 and 6-oz. for $3. 


THe D. & M. Mrc. Company, In- 
dianapolis, has been incorporated with 
$12,000 capital stock to make electri- 
eal appliances. The directors are 
Osear Dietz, Clarence E. Mills and 
Walter D. Jones. 


“Rex Lion” Plugs 


The Rex Ignition Mfg. Company, 
Broadway & Fifty-eighth Street, New 


York City, manufactures the “Rex 
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Section of “Rex Lion” spark plug 


Lion” plug, which the company states 
carries with it an unlimited guaran- 
tee. The insulating cores used in: its 
construction, it is claimed, are of the 
finest imported material and absolute- 
ly guaranteed to hold the insulating 
qualities under any conditions in gas- 
oline combustion engines. 

The electrodes are of imported me- 
teor wire and on which heat has abso- 
lutely no effect, it is stated. Each 
plug is packed, assembled, and tested 
by hand, and an absolute gas-tight 
joint is guaranteed. The large cham- 
ber makes sooting or fouling impos- 
sible. 

The “Rex Lion” is made to fit all 
standard makes of cars. 


C-Cleer Paste 


The Sole Mfg. Company, 258 Broad- 
way, New York City, has recently 
placed on the market C-Cleer, which 
is a simple paste that is rubbed on the 
glass of the windshield. When the 
windshield has been treated with this 
material it is claimed that water can- 
not adhere to it, with the result that 
the windshield is kept clear. - 

In addition to this it can be used to 
prevent windows from_ sweating, 
steaming and freezing, and is also an 
excellent preparation for use on eye- 
glasses in cold weather. 

It is packed two dozen in a display 
box and retails for 25c. a can. 


THE EAst POINT MFG. COMPANY, 
East Point, Ga., has been incorporated 
with a capital stock of $10,000 to man- 
ufacture door and window screens, etc. 
George B. Argard and S. P. Murphy 
are stockholders. 
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Noncarbene Liquid 


The Noncarbene Company, 1765 
Broadway, New York City, manufac- 
tures Noncarbene, which is a liquid 
that when mixed with gasoline forms, 
it is claimed, a fuel which gives a per- 
fect non-carbon combustion. Noncar- 
bene contains petroleum ingredients 
of solvent properties that prevent the 
accumulation of carbon by keeping it 
in a soft, non-adhesive form, thereby 
enabling it to be blown out completely 
at each exhaust of the engine. 

For the convenience of tourists Non- 
carbene is packed in cartons which 
contain sixteen %-pt. cans, each can 
containing sufficient for 4 gal. of 
gasoline. For motorcycles and small 
motor boats it is given a special prep- 
aration and is packed only in 1-qt. 
cans. For automobiles, motor trucks 
and large internal combustion engines, 
it is packed in 1, 5, 10 and 50-gal. con- 
tainers. 


Gareo Asbestos Brake Lin- 


ing 


The General Asbestos & Rubber 
Company, Charleston, S. C., is manu- 
facturing the Garco asbestos brake lin- 
ing, described by the manufacturer as 
an asbestos brake lining constructed 
of high-grade asbestos metallic yarn 
and proofed with a special compound. 
The construction, the company claims, 
gives it a surface that is particularly 
adapted for brakes, and the material 
used is especially selected to resist the 
heat that is generated in the hard us- 

















Garco asbestos brake lining 


age of brake bands. It is compact and 
strong and will resist wear. 

In addition to this, it is claimed this 
brake band lining will not absorb wa- 
ter or oil and is not affected by con- 
tact with these or with acids. It is 
made in widths of each quarter inch 
from 1 to 3 in., and also in a 4-in. size, 
and in \%, 5/32, 3/16 and %-in. thick- 
nesses. 


THE METAL SPECIALTIES MFc. ComM- 


PANY, Chicago, has increased its capi- 
tal stock from $60,000 to $100,000. 
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hampion 


“TOLEDO MADE FOR THE WORLD'S TRADE” 
















HE Champion Guarantee is “Absolute satisfaction 
to the user. Free repair, replacement or your 
money back.” 


If in your opinion that way of putting it does not 
afford you every possible protection in buying 
Champion Spark Plugs, write your own guarantee and 
forward it for our signature. 


“Absolute satisfaction to the user” makes you the 
judge of our product, and if you are not absolutely sat- 
isfied, you have your choice of three remedies, “Free 
Repair,” “Replacement” or “Money Back.” 


And always you are the counsel, judge and jury, all in 
one, and there is no appeal from your verdict. 


But such is the dependability of Champion Spark 
Plugs and such is the thoroughness of our inspections, 





that our guarantee is scarcely ever brought to mind, X Spl. 1% in., 75¢ 

except as we see it printed on the cartons in which we mm. Ford Cars — 

. » . are equipped a 

pack Our pl oduct. the factory with this 
plug. 


Champion Spark Plug Co. 


1506 Avondale Avenue Toledo, Ohio 
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“Peteler” Auto Jack 


Moreau & Pratt, Inc., 1834 Broad- 
way, New York City, has recently put 
on the market the “Peteler” auto jack, 
which the company states is made of 
pressed and hardened steel through- 
out. It is claimed that no screws or 
cotter pins are used in its working 
parts. 

The steps used in this jack are cir- 
cular in form and are engaged by 
pawls of hardened steel. The unusual 

















“Peteler” automobile jack 


construction permits the use of a 
round swivel bar, which turns freely 
and which makes the wear on the 
steps evenly distributed. 

One of the ingenious features of 
this jack is the automatic drop bar. 
To lower the jack a button on the side 
of the jack is pressed to reverse. The 
moment the weight of the car is re- 
moved, the lifting bar drops automat- 
ically, it is claimed, but it cannot drop 
as long as there is any weight on it. 

The working parts of this jack, it is 
claimed, are incased in a_ solid 
pressed-steel shell of generous dimen- 
sions, formed to a base into which is 
fitted a reinforced wooden block, 
which will not bend or break. This 
jack is finished in baked black enamel 
and nickel. 


“Karbon Kure” 


William E. Ahern, Westfield, Mass., 
is manufacturing a liquid called “Kar- 
bon Kure,” which is claimed to be a 
non-inflammable, non-poisonous and 
non-injurious method of removing 
carbon from the cylinders of internal 
combustion engines. 

The manufacturer states that when 
this liquid is poured into the cylinder 
it causes any carbon deposit to disin- 
tegrate. It is then blown out through 
the exhaust of the engine. This dis- 
integrated carbon as it comes out of 
the cut-out valve is absolutely free, it 
is claimed, from grains which could 
injure the surface of a valve or any 
other part of the engine. 

By the use of this new process the 
owner is not deprived of the use of his 
engine while the carbon is being re- 
moved, as this liquid is guaranteed to 
do the work in 10 minutes. The en- 
gine should be hot and the “Karbon 
Kure” applied as rapidly as possible 


through the air-intake on the carbu- 
reter or in any convenient opening in 
the manifold while the engine is still 
running, and after 10 min. time it is 
claimed that in most cases the entire 
deposit of carbon will have been 
blown out. 

“Karbon Kure” retails: for $1 a qt., 
which is enough for an engine of ordi- 
nary size, though for a large 6-cylin- 
der engine sometimes 1% gts. are 
necessary. 


“Evergood” Accessory Cat- 
alog 


The Emil Grossman Mfg. Com- 
pany, Brooklyn, N. Y., has recently 
issued a 1916 catalog of “Evergood”’ 
motor accessories. These include 
spark plugs, bumpers, mirrorscopes, 
ignition cables, terminals and many 
miscellaneous small accessories. In 
addition to this, some of the advertis- 
ing material furnished by this com- 
pany is illustrated in colors. This 
catalog contains 64 pages and is well 
illustrated and printed throughout. 


Eagle Automobile Oiler 


The Eagle Glass Mfg. Company, 
Wellsbury, W. Va., has recently added 
to its line a new style of special auto- 
mobile oiler known as No. 76-A. 

The company states that the body is 
drawn from one piece of heavy metal 
and made with a heavy bead near the 

















Eagle automobile oiler 


breast which strengthens the oiler and 
adds greatly to its life. It is made 
with an extra wide mouth with heavy 
rolled threads and can be filled di- 
rectly from the original can of oil 
without a funnel. The spout is short 
and rigid to the tool box when stand- 
ing upright. The bottom is securely 
double seamed and is made either of 
spring steel or heavy tin as desired. 


THE LOGANSPORT MACHINE CoM- 
PANY, Logansport, Ind., has been in- 
corporated with a capital stock of 
$6,000 to manufacture scales and ma- 
chinery. 
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“X—the Wonderful Liquid” 


The “X” Laboratories, 630 Wash- 
ington Street, Boston, Mass., are of- 
fering “X—the Wonderful Liquid,” 
which is described as a preparation 
for stopping leaks in automobile radi- 
ators and water jackets, and prevent- 
ing corrosion and scale. It is claimed 
that this preparation will repair leaky 
radiators, cracked water jackets and 
rubber hose connections in ten minutes 

















“X—The Wonderful Liquid” 


and that the repair will stand a pres- 
sure of 500 Ib. 

While this preparation is intended 
primarily for automobile use, it is also 
excellent, the company states, for re- 
pairing cracked sections in steam and 
hot-water heating boilers. 

The company calls particular atten- 
tion to an attractive display cabinet 
which is offered free to dealers. The 
liquid retails for $1.50 a can and the 
margin of profit for the dealer, it is 
claimed, is very attractive. 


Buffalo Wire Works Catalog 


The Buffalo Wire Works Company, 
Buffalo, N. Y., has recently issued a 
new catalog of wire. products. This 
catalog is printed on a very good qual- 
ity paper and is illustrated with fine 
half-tone engravings. In addition to 
describing an immense variety of 
various kinds of wire cloth, wire 
screens, gratings, grilles, railings and 
various other products made of wire, 
many pages are devoted to illustra- 
tions of the various kinds of mesh and 
the different methods of weaving. 


THE IDEAL CHANGER COMPANY, 
Harrisburg, Pa., has been incorporat- 
ed with a capital stock of $10,000 by 
Edward G. Kostner, 261 Herr Street, 
Russell H. George, 1830 Fulton 
Street, and John W. Shatto, 1720 
North Third Street, all of Harrisburg, 
Pa., to manufacture a patented metal 
money changer, novelties, etc. 


EDGERTON & Co., Indianapolis, have 
been incorporated with $5,000 capital 
stock to manufacture furniture. The 
directors are Ralph H. Edgerton, 
Thomas L. Wayne and L. Lloyd 
Wayne. 
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Over the road 
you fly, with 
full lights 
straight ahead 
— when you 


have ‘‘Deflex.”’ 





Scene 

Two 

To pass a car, 
youdeflect your 
full lights to 
the ground be- 
fore you— 
when you have 


“*Deflex.”” 





Scene 
Three 
Safely by ,abut- 
ton pressed 
makes full 
lights spring to 
horizontal — 
when you have 
ex.” 











ig, New Opportunity for the Trade! 





Fills a Long-Felt Want— 
Profits Sure—Get Details 


This new accessory will sell—and sell— 


and sell! ‘‘Deflex’”’ 


tor everyone who handles it. 


is sure to make money 


It meets the 


big need in night driving of automobiles. It 


retails for $7.50. 


‘“Deflex” will be nation- 


ally advertised. A liberal discount is allowed 


to the trade. 


Write for terms today sure. 


Deflects Lights Full Force — 


Used on Present Lamps 


Many minds have been 
hunting for some way to 
do what ‘ ‘Deflex” DOES. 
For, with “Deflex,” the 
dangers of the blinding 
headlights are removed. 


Those other perils that 
come with “dimmed” 
lights are banished. With 
‘Deflex,”’ every driver can 
now have full _ lights 
always. In any city—or 
any country road—all 
laws are complied with. 
As soon as men adopt 
“Deflex,” night smash-ups 
will be few. Think of 
lights that never need be 
“dimmed” — yet never 
need be feared! 


“Deflex” consists of a 
set of four specially con- 
structed hinges which fit 
your present lamp brack- 
ets and carry the lamps 
you have. “Deflex” is 





automatically operated by 
powerful — enclosed 
springs. The hinges can 
be attached to any 
standard lamp in a few 
minutes. 

From the brackets a 
cable runs under the hood 
and up your steering 
column. <A_ gentle pull 
given a little lever at the 
steering wheel, deflects 
your headlights at will— 
leaving the light at full 
force. A button touched 
and the lamps spring back 
to horizontal. That’s all. 

The outfit is complete, 
ready to install. It is so 
constructed that no mov- 
ing parts can get out of 
order or rattle. Fits 
either left- or right-hand 
drive. 

“Deflex”’ 
to give satisfaction. 
price complete, $7.50. 


is guaranteed 


The 


UNIVERSAL AUTO PARTS CO. 


227 East Russell St. 
Sales Office: 


Columbus, Ohio 


1251 Michigan Avenue, Chicago 





e Now, right now, \ 
Dealers: portunity to sell “Deflex.” 


“Within the Law” 


and necessary. 
today for terms, etc. 


is your wonderful op- 
New, novel 
everywhere. Write 
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NOTES OF THE RETAIL HARDWARE TRADE 


GRAVETTE, ARK.—Abraham Kohler has bought the inter- 
est of Mr. Kindley in the Peoples Hardware Company. 


_ CAMP POINT, ILL.—W. H. Michels has taken his two sons 
into partnership. The business will be hereafter known as 
the W. H. Michels Company. W. H. Michels is president and 
treasurer, W. B. Michels secretary and E. A. Michels man- 
ager. 


GENESCO, ILL.—The North Side Implement Store has 
been purchased from Charles P. Roos by O. R. Carl and 
John Carl, who will continue it under the name of Carl Bros. 
They will carry a stock of belting and packing, buggy whips, 
galvanized and tin sheets, heavy farm implements, etc. 


LONG VIEW, ILL.—Louis A. Kincanon has started in 
business, dealing in belting and packing, cream separators, 
gasoline engines, lubricating oils, heavy farm implements, 
pumps, etc. Catalogs requested on implements and pumps. 


PORT BYRON, ILL.—A. L. McRoberts has bought the 
hardware store of the late C. L. Hobart. He will handle a 
line of automobile accessories in addition to his regular stock, 
and requests catalogs on baseball goods, builders’ hardware, 
building paper, children’s vehicles, churns, cream separators, 
cutlery, dairy supplies, dog collars, electrical household 
specialties, fishing tackle, galvanized and tin sheets, ham- 
mocks and tents, heating stoves, heavy hardware, kitchen 
housefurnishings, linoleum, lubricating oils, mechanics’ tools, 
oil cloth, prepared roofing, pumps, ranges and cook stoves, 
shelf hardware, silverware, sporting goods, tin shop, toys and 
games and washing machines. 


ROCKFORD, ILL.—R. H. Lemp and Mrs. Ellen M. Lemp 
have disposed of their interests in the Hunter Hardware Com- 
pany to several of the employees. The name of the company 
will remain unchanged. The officers are W. H. Knowlton, 
president : G. Alexander and John G. Knodle, vice-presi- 
dents, and Mrs. Julia B. Dent secretary-treasurer. 


BUTLER, IND.—L. A. Pugh has added a stock of imple- 
ments and plumbing supplies to his line of bathroom fixtures, 
belting and packing, bicycles, buggy whips, builders’ hard- 
ware, building paper, churns, cream separators, cutlery, dairy 
supplies, dog collars, dynamite, electrical household special- 
ties, fishing tackle, furnaces, galvanized and tin sheets, gaso- 
line engines, heating stoves, heavy farm implements, heavy 
hardware, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, plumbing department, poultry sunplies, pre- 
pared roofing, pumps, ranges and cook stoves, refrigerators, 
shelf hardware, tin shop, wagons and washing machines. 


INDIANAPOLIS, IND.—Willard Harmon has withdrawn 
from the firm of Harmon & Hall. doing both a wholesale and 
retail business at 137-139 West Washington Street. The firm 
has been succeeded by Harmon & Hall, Inc., in which Charles 
E. Hall, formerly the junior partner, becomes its president. 
Mr. Harmon has been in the hardware business at the pres- 
ent location for over thirty-three years. H. W. Neal is sec- 
retary and E. H. Neumeyer treasurer, both of whom have 
been connected with the firm of Harmon & Hall for many 
years. 


BOONE. IOWA.—R. M. Zenor has opened a hardware store 
at 913 West Third Street, and will deal in the following: 
Automobile accessories, builders’ hardware, building paper, 
churns, cutlery, fishing tackle, galvanized and tin sheets, 
gasoline engines, heating stoves, heavy hardware, paints, oils. 
varnishes and glass, pumps. ranges and cook stoves, shelf 
hardware, sporting goods. tin shop and washing machines. 
Catalogs requested on power washing machines, ranges and 
gasoline engines. 


HOLSTEItN. IOWA.—Victor Peterson has started 
implement business. 


MILO, IOWA.—tThe firm of Hornay & Long has been dis- 
solved. B. F. Long will continue the hardware and Mr. Hor- 
nay the implement business. 


OSAGE, I1OWA.—W. Roe & Son has opened an implement 
store, dealing in belting and packing, cream separators, dairy 
supplies, gasoline engines, heavy farm implements, lubri- 
cating oils, wagons and buggies and washing machines. 


ROSSIE, IOWA.—Hagedorn & Son have succeeded the 
Jones Hendrickson Lumber Company. Their stock will con- 
sist of automobile accessories, baseball goods, bathroom fix- 
tures, belting and packing, bicycles, buggy whips, builders’ 
hardware, building paper, children’s Vehicles, churns, cream 
separators, crockery and glassware, cutlery, dairy supplies, 
dog collars, dynamite, electrical household specialties, fishing 
tackle, furniture department, galvanized and tin sheets, gaso- 
line engines, hammocks and tents, harness, heating stoves, 
home barbers’ supplies, iron beds, kitchen cabinets, kitchen 
housefurnishings, lime and cement, linoleum, lubricating oils, 
mechanics’ tools, oil cloth, paints, oils, varnishes and glass, 
poultry supplies, prepared roofing, ranges and cook stoves, 
sewing machines, shelf hardware, silverware, sporting goods 
and washing machines. Catalogs requested on builders’ 


in the 


hardware, glassware, buggy whips, mechanics’ tools and 
linoleum. 
WEBSTER, IOWA.—C. H. Johnston is purchaser of the 


stock of S. E. Heaton. Catalogs requested on builders’ hard- 
ware, plumbing supplies, pumps, tanks and harness. 


WELLMAN, IOWA.—J. S. Fisher has opened a hardware 
store, and will deal in baseball goods, buggy whips. builders’ 
hardware, churns, cutlery, dairy supplies, dog collars, elec- 
trical household supecialties, fishing tackle, heating stoves, 
heavy hardware, home barbers’ supplies. kitchen housefur- 
nishings, lubricating oils, mechanics’ tools, poultry supplies, 
pumps, ranges and cook stoves. shelf hardware, silverware, 
sporting goods and washing machines, on which catalogs are 
requested. 








BLUFF CITY, KAN.—C. A. Clift & Son have bought the 
Beckey hardware stock from Wilson Bros. of Marquette. 
They will handle a complete line of implements, vehicles, 
harness, automobile accessories, baseball goods, belting and 
packing, bicycles, buggy whips, builders’ hardware, building 
paper, churns, cream separators, cutlery, dairy supplies, dog 
collars, electrical household specialties, fishing tackle, fur- 
naces, furniture department, galvanized and tin sheets, gaso- 
line engines, hammocks and tents, harness, heating stoves, 
heavy farm implements, heavy hardware, kitchen cabinets, 
linoleum, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, poultry supplies, prepared roofing, pumps, 
ranges and cook stoves, refrigerators, sewing machines, shelf 
hardware, silverware, sporting goods, tin shop, toys and 
games, wagons and buggies, and washing machines, on which 
catalogs are requested. 


MAPLE HILL, KAN.—H. R. Williams has succeeded 
Charles P. Banker. His stock consists of the following, on 
which catalogs are requested: Baseball goods, buggy whips, 
builders’ hardware, children’s vehicles, churns, cream sep- 
arators, cutlery, dairy supplies, fishing tackle, furnaces, fur- 
niture department, galvanized and tin sheets, gasoline en- 
gines, hammocks and tents, heating stoves, heavy farm imple- 
ments, heavy hardware, linoleum, lubricating oils, oil cloth, 
poultry supplies, prepared roofing, ranges and cook stoves, 
refrigerators, sewing machines, shelf hardware, silverware, 
oe goods, tin shop, wagons and buggies and washing 
machines. 


PRESQUE ISLE, ME.—T. H. Belyea & Co. have dis- 
posed of their stock to Sidney Graves, who requests catalogs 
on automobile accessories, baseball goods, bicycles, buggy 
whips, builders’ hardware, building paper, children’s vehicles, 
churns, cutlery, dairy supplies, dog collars, dynamite, elec- 
trical household specialties, fishing tackle, furnaces, furniture 
department, galvanized and tin sheets, hammocks and tents, 
heating stoves, home barbers’ supplies, kitchen housefurnish- 
ings, lubricating oils, mechanics’ tools, oil cloth, paints, oils, 
varnishes and glass, poultry supplies, prepared roofing, 
pumps, ranges and cook stoves, refrigerators, shelf hard- 
ware, silverware, sporting goods and washing machines. 


BANNISTER, MICH.—The hardware store formerly con- 
ducted by J. A. Weidner has been sold to Joseph Hofman. 


STERLING, MICH.—The H. A. Brundage Company, Ltd., 
has succeeded J. T. Husted. The new firm requests cata- 
logs on hardware, furniture, linoleum, shelf hardware and 
stoves. 


BEARDSLEY, MINN.—D. D. O’Leary has purchased a 
half interest in the implement business of H. Hemingson, 
and the name has been changed to the Beardsley Implement 
Company. 


HINCKLEY, MINN.—The Folsom Hardware Company is 
now in charge of the Folsom-Fuchs Company. 


ISANTI, MINN.—The partnership of Carlson & Olson has 
been dissolved. Mr. Carlson will continue the business under 
the name of the Isanti Mercantile Company. 


NORTH REDWOOD, MINN.—tThe Farrell & Keefe hard- 
ware and furniture stere has been sold to Wm. J. Simondet. 


PINE CITY, MINN.—The Smith Hardware Company has 
changed hands. The Boyum Hardware Company is the new 
owner, and requests catalogs on automobile accessories, base- 
ball goods, belting and packing, bicycles, buggy whips, 
builders’ hardware, children’s vehicles, churns, cream sep- 
arators, cutlery, dairy supplies, dog collars, dynamite, fishing 
tag&kle, furnaces, gasoline engines, hammocks and tents, har- 
ness, heating stoves, heavy farm implements, heavy hard- 
ware, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, poultry supplies, pumps, ranges and cook 
stoves, refrigerators, sewing machines, shelf hardware, sil- 
verware, sporting goods, wagons and buggies and washing 
machines. 


_ PASCAGOULA, MISS.—The Gulf Furniture & Hardware 
Company has been incorporated. New lines are being added 
to the company’s stock. Catalogs requested on buggy whips, 
builders’ hardware, building paper, children’s vehicles, churns, 
cream separators, crockery and glassware, cutlery, dog col- 
lars, dynamite, furnaces, furniture department, galvanized 
and tin sheets, hammocks and tents, heating stoves, heavy 
farm implements, heavy hardware, iron beds, kitchen cab- 
inets, kitchen housefurnishings, linoleum, mechanics’ tools. oil 
cloth, paints, oils, varnishes and glass, prepared roofing, 
pumps, ranges and cook stoves, refrigerators, sewing ma- 
a shelf hardware, toys and games, and washing ma- 
chines. 


KIRKSVILLE, MO.—The Helme-Eggert Hardware Com- 
pany has been ‘incorporated with a capital of $10,000, by U. 
G. Helme, J. J. Eggert and M. L. Helme, to deal in the fol- 
lowing, on which catalogs are requested: Baseball goods, 
bathroom fixtures, bicycles, buggy whips, builders’ hardware, 
building paper, children’s vehicles, churns, crockery and 
glassware, cutlery, dairy supplies, dog collars, fishing tackle, 
furnaces, furniture department, galvanized and tin sheets, 
hammocks and tents, heating stoves, home barbers’ supplies, 
linoleum, lubricating oils, mechanics’ tools, oil cloth, paints, 
oils, varnishes and glass, plumbing department. poultry sup- 
plies, prepared roofing, pumps, ranges and cook stoves, re- 
frigerators, sewing machines, shelf hardware, silverware. 
sporting goods, tin shop, toys and games and washing 
machines. 


POLK, NEB.—Harlan T. Frazier has bought the stock of 
the Victor Anderson Company. 


CLYDE, N. Y.—C. D. Andlefinger has disposed of his hard- 
ware business to Guy H. Roy, who requests catalogs on auto- 
mobile accessories, baseball goods, bathroom fixtures, belting 
and packing, bicycles, buggy whips, builders’ hardware, build- 
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ing paper, children’s vehicles, churns, cream separators, 
crockery and glassware, cutlery, dairy supplies, dog collars, 
dynamite, electrical household specialties, fishing tackle, fur- 
naces, galvanized and tin sheets, hammocks and tents, har- 
ness, heating stoves, heavy farm implements, heavy hard- 


ware, home barbers’ supplies, kitchen housefurnishings, lime. 


and cement, linoleum, lubricating oils, mechanics’ tools, oil 
cloth, paints, oils, varnishes and glass, plumbing department, 
poultry supplies, prepared roofing, pumps, ranges and cook 
stoves, refrigerators, shelf hardware, silverware, sporting 
goods, tin shop, toys and games and washing machines. 


CUBA, N. Y.—Park & Little have dissolved partnership. 
The business will hereafter be conducted by Paul R. Park 
under his own name. Catalogs requested on shelf hardware. 


HORNELL, N. Y.—The stock of the Coulter-McKay hard- 
ware store was recently bought by Frank B. Peck. 


ONEONTA, N. Y.—The hardware firm of Murdock Bros. 
has been dissolved. Albert H. Murdock has purchased the 
interest of his partner, Lynn B. Murdock, and the business 
will be continued under his name. 


SARANAC LAKE, N. Y.—George L. Starks & Co. (in- 
corporating Adirondack Hardware Company) has opened a 
branch office at Lake Placid, and requests catalogs and prices 
on hardware and kindred lines. 


WATERTOWN, N. Y.—Thomas H. Bradley has purchased 
the stock and fixtures of Connell & Rice. The stock consists 
of shelf hardware, poultry and dairy supplies. 


BUXTON, N. D.—Ole Asheim has purchased the interest 
of L. O. Myhre in the firm of Knudsvig & Myhre, and the 
name has been changed to Knudsvig & Asheim. 


KENMARE, N. D.—An implement store has been opened by 
Bowman Bros. The stock will include automobile accessories, 
bathroom fixtures, buggy whips, furnaces, gasoline engines, 
heavy farm implements, lubricating oils, poultry supplies, and 
wagons and buggies. Catalogs requested on the above and 
light farm implements. 


MINTO, N. D.—Leo Wysoski has purchased the interest of 
Vincent Langowski in the hardware firm of Langowski & Co. 
The firm name will remain unchanged. 


SENTINEL BUTTE, N. D.—Grimm & Lindsey, who are 
successors to Grimm & Underwood, request catalogs on belt- 
ing and packing, cream separators, galvanized and tin sheets, 
gasoline engines, heavy farm implements, lubricating oils, 
pumps, wagons and buggies, and washing machines. 





WALCOTT, N. D.—Perry Johnson is the purchaser of the 
stock of the Walcott Hardware & Furniture Company. 


BOWLING GREEN, OHIO.—Miss Lulu’ Baldwin has 
bought the business of J. W. Long. 


LODI, OHIO.—Fetzer Bros., dealing in hardware and im- 
plements, have dissolved partnership. C. M. Fetzer will con- 
tinue the implement and automobile departments, and N. H. 
Fetzer the hardware, plumbing and heating business under 
the name of the Fetzer Hardware Company. 


STEUBENVILLE, OHIO.—Low Brothers, of 531 Market 
Street, whose business is both wholesale and retail, are widen- 
ing their front windows, which will give them more room for 
display purposes. They expect in the near future to replace 
the present front of the building with a new one of steel and 
glass, and to add an additional story. This will provide ad- 
ditional floor space for their rapidly growing business. 


SANDUSKY, OHIO.—J. Mertz & Sons have dissolved part- 
nership. The hardware store will be continued by the above- 
named firm, while the tin shop will be in charge of the John 
Mertz Mfg. Company. 


CLINTON, OKLA.—The Calmes Tooker Hardware Com- 
pany has succeeded the Calmes-Fisher Hardware Company. 
The new owner requests catalogs on builders’ hardware and 
mechanics’ tools. 


KONOWHA, OKLA.—O. W. Davis has sold his stock of 
automobile accessories, fishing tackle, bicycles, silverware, 
etc., to G. A. Ruggles. 


TECUMSEH, OKLA.-—M. Mark has bought the business 
of J. F. Legg. 


TEXHOMA, OKLA.—Roy Baker has opened a store in the 
McPheter Building, where he will carry a stock of automo- 
bile accessories, belting and packing, gasoline engines, heavy 
farm implements, and wagons and buggies. 


McMINNVILLE, ORE.—The Vinton Hardware & Imple- 
ment Company is remodeling the front of its store by putting 
in modern display windows. Catalogs requested on all kinds 
of shelf and heavy hardware. 


BLOOMSBURG, PA.—J. G. Wells has opened a harijware 
store at Market Square, where he will carry a stock of 
automobile accessories, baseball goods, bathroom (fixtures, 
belting and packing, bicycles, buggy whips, builders’ hard- 
ware, building paper, children’s vehicles, crockery and glass- 
ware, cutlery, electrical household specialties, fishing tackle, 
hammocks and tents, paints, oils, varnishes and glass, pre- 
pared roofing, refrigerators, sewing machines, shelf hard- 
ware, silverware, sporting goods, toys and games, wagons 
and buggies and washing machines. 


PITTSBURGH, PA.—Frank Huckestein & Son, located at 
812 Federal Street, N. S., have changed the firm name to the 
Federal Hardware Company. 


BRIDGEWATER, S. D.—C. A. Docken has bought the stock 
of belting and packing, bicycles, cutlery, fishing tackle, lubri- 
cating oils, galvanized and tin sheets, crockery and glass- 
ware, etc., of Dirks & Payne. 


COLOME, 8S. D.—The Kinkhammer & Co. hardware busi- 
ness has been bought by John W. Schleissman. 


Hardware Age 


HOWARD, S. D.—H. M. Hanson has disposed of his hard- 
ware, implement and furniture store to Eugene Moore. 


MILBANK, S. D.—A. H. Bingham is purchaser of the im- 
plement and automobile business of F. L. Thompson. Cata- 
logs requested on automobile accessories, cream separators, 
gasoline engines, heavy farm implements, lubricating oils, 
wagons and buggies, and washing machines. 


SLOUX FALLS, 8. D.—L. M. Scriven, formerly secretary of 
the Brown Hardware Company, has purchased the East 
Side store of the company, which he will conduct under 


‘the name of the East Side Hardware. The store will be re- 


modeled, new fixtures installed, and the stock inereased. 
Catalogs requested on general hardware and specialties. 


WHITE ROCK, S. D.—The Dahl Implement Company stock 
of baseball goods, belting and packing, bicycles, buggy whips, 
builders’ hardware, building paper, churns, cream separators, 
crockery and glassware, cutlery, dairy supplies, dog collars, 
fishing tackle, furnaces, galvanized and tin sheets, gasoline 
engines, hammocks and tents, harness, heating stoves, heavy 
farm implements, heavy hardware, lime and cement, lubricat- 
ing oils, mechanics’ tools, paints, oils, varnishes and glass, 
prepared roofing, pumps, ranges and cook stoves, shelf hard- 
ware, silverware, sporting goods, tin shop, wagons and bug- 
gies, and washing machines, has been sold to Johnson & Co. 


LIVINGSTON, TENN.—The Arnold Hardware Company 
has been incorporated with a capital stock of $12,000 to con- 
duct a wholesale and retail hardware business. The incorpor- 
ators are R. B. Arnold, A. J. Mofield, J. A. Hargrove, Philip 
Wheat, Jr., and others. Catalogs requested on automobile ac- 
cessories, belting and packing, bicycles, buggy whips, build- 
ers’ hardware, building paper, children’s vehicles, churns, 
cream separators, crockery and glassware, cutlery, dairy sup- 
plies, dynamite, electical household specialties, furnaces, fur- 
niture department, galvanized and tin sheets, gasoline en- 
gines, hammocks and tents, harness, heating stoves, heavy 
farm implements, heavy hardware, iron beds, kitchen cab- 
inets, kitchen housefurnishings. lime and cement, linoleum, 
lubricating oils, mechanics’ tools, oil cloth, paints, oils, var- 
nishes and glass, poultry supplies, prepared roofing, pumps. 
ranges and cook stoves, refrigerators, sewing machines, shelf 
hardware, silverware, wagons and buggies and washing 
machines. 


WHITEVILLE, TENN.—Landess & Howse have started 
in business, and will deal in the following: Builders’ hard- 
ware, building paper, churns, crockery and glassware, cutlery, 
dog collars, fishing tackle, furniture department, galvanized 
and tin sheets, hammocks and tents, harness, heating stoves, 
heavy farm implements, heavy hardware, home barbers’ sup- 
plies, iron beds, kitchen cabinets, kitchen housefurnishings, 
mechanics’ tools, poultry supplies, pumps, ranges and cook 
stoves, sewing machines, shelf hardware, and wagons and 
buggies. 


BONHAM, TEX.—The Thompson Abernathy Hardware 
Company has changed its name to the Bailey Hardware 
Company. 


HOUSTON, TEX.—The Burnett-Archer Hardware Com- 
pany has purchased the stock and fixtures of L. T. Fuller & 
Co. The firm will be reorganized and incorporated. J. P. 
Burnett will be president; R. H. Archer, vice-president, and 
Henry Cook secretary and treasurer. The new firm will 
occupy the building formerly used by the Fuller Company at 
220 Travis Street, making a number of improvements, among 
which will be a new front. The company will carry a general 
line of hardware, housefurnishings and sporting goods, and 
requests catalogs on shelf hardware, tools and kitchen house- 
furnishings. 





LEWISVILLE, TEX.—A. E. Hiester & Sons are increasing 
their stock with a line of implements. and request catalogs 
on automobile accessories and heavy hardware. 


DELEVAN, WIS.—Fey & Zillhart have moved their store 
to 118 Walworth Avenue, and request catalogs on kitchen 
housefurnishings and oil stoves. 


JEFFERSON, WIS.—J. W. Robisch has sold an interest in 
his hardware business to J. G. Robisch and Leonard Vogel. 
and the name has been changed to the J. W. Robisch Com- 
pany. 


LUCK, WIS.—Skow & Skow have purchased the interests 
of Patterson & Christensen in the Luck Implement Company. 


MARTELL, WIS.—The Sebion Brothers Hardware Com- 
pany has bought the Martell hardware stock. 


ROBERTS, WIS.—Hans Peterson has opened a store. His 
stock will comprise bathroom fixtures, building paper, fishing 
tackle, mechanics’ tools, etc., Catalogs requested on gasoline 
engines. 


SPRING VALLEY, WIS.—Lewis McClurg has purchased 
the interest of Mr. Logan in the implement firm of Logan & 
Booth. The business will be conducted under the firm name 
of McClurg & Booth. 


TIFFANY, WIS.—The H. P. Ratzlow Company, long es- 
tablished in the implement and lumber business, has been 
incorporated with a capital of $25,000 to deal in automobile 
accessories, baseball goods, belting and packing, buggy whips. 
builders’ hardware, building paper, cream separators, crock- 
ery and glassware, cutlery, dairy supplies, fishing tackle. 
galvanized and tin sheets, gasoline engines, hammocks and 
tents, harness, heating stoves,.heavy farm implements, heavv 
hardware, lime and cement, lubricating oils, mechanics’ 
tools. oil cloth, paints, oils, varnishes and glass, poultry 
supplies, prepared roofing. ranges and cook stoves, refriger- 
ators, shelf hardware, sporting goods, toys and games. 
wagons and buggies and washing machines. Catalogs 
requested. 


WEST WRIGHTSTOWN, WIS.—The interest of John 
Wymelenberg in the Wymelenberg & Son retail hardware 
store has been acquired by John Van Vreede. The firm also 
does a wholesale and manufacturing business in milk cans, 
and will be known as Wymelenberg & Van Vreede. 











WONEWOC, WIS.—A. L. Niebuhr has succeeded H. C. 
Westphal. 
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A tire of superior 
design, construc- 
tion, material, 
workmanship and 


supervision. 
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“REDWALL” tires are good tires because they are 
made carefully, under rigorous supervision, of the 
best materials commercially obtainable. 


DEALERS: “REDWALL” tires are not as yet for; 
sale in all cities. If you are big enough to handle 
the sole sale of a high quality tire and tube in your 
territory, write for details and discounts. 


National Rubber Company 
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All types and 
s1zes. 


Plain tread and 
non-skid. 


Guaranteed for 


5000 miles. 
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“DirMovb EpGce” Axes Are the BEST Made 


Fifty Years of Quality Has! Yearly Increased Our Quantity 


Made by skilled workmen, carefully inspected, tempered and tested by hand. 
Dealers’ experiences have been that DyIMOVD EDGE axes have outsold all others. The “Man Who 
Knows” invariably selects DiIMOVD EDGE axes. 


The Crucible Stee! Bit holds a sharp cutting edge and should not be compared with other methods. 
Our many years’ experience and thousands of testimuniatis nave taught us our method or construction 
and materiais are the best. 


Quality has made us the largest distributors of axes In America. 
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